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Minnesota dealer sold five big chicken farm buildings like this by giving service to his customer 
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insuLiTE Leadendlup. in Des Moines. 


Survey Shows More builders prefer INSULITE 


than any other brand 


of Insulating Sheathing 
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Better sheathing jobs at a lower cost... that's why more builders prefer 
INSULITE BILDRITE SHEATHING. Here's how Robert Uetz, a leading Des Moines 


builder, explains it: 


“Gentlemen: 

There’s no doubt in my mind—Bildrite 
is the best sheathing material on the 
market. I actually saved $218.00 on my 
latest job (Westminster Presbyterian 
Church Manse in Des Moines) by using 
Bildrite instead of wood sheathing. 


But best of all is the fact that in addition 
to its lower applied cost, Bildrite is far 
superior to wood as a sheathing material. 
It’s not harmed by long exposure to the 
weather—doesn’t warp or buckle under 


INSULITE DIVISION 


8-51 


™ 
Made of Hardy 


extreme moisture conditions—leaves no 
mess or waste around the job—and is far 
easier and cleaner to handle. 


Our carpenters prefer Bildrite Sheathing, 
too, because it’s waterproofed throughout 
and doesn’t need an outside asphalt 
coating. This keeps it from gumming up 
saw blades, or blackening hands and 
clothes. Very truly yours, 

Robert Uetz 

Des Moines, Iowa” 


BIG PROFITS FOR DEALERS: 

Insulite’s tremendous acceptance among builders every- 
where is bringing greater profits to dealers throughout 
the country. Are you profiting from Insulite’s product 
leadership and sound, reliable sales policies? See your 
Insulite wholesale distributor, or just drop us a card. 


MINNESOTA AND ONTARIO PAPER COMPANY 
MINNEAPOLIS 2, MINNESOTA 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Rugged...tough 
and thrifty, too! 
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For trucks that are right on the job —always 
on the job —see these new Chevrolet trucks, 
They’re able to carry the loads you handle, 
and able to keep on carrying them through 
tough job after tough job. They’re eco. 
nomical and easy to handle, too... loaded 
with new features that pay off for you 
on every job. Features like the new self. 
energizing brakes for more stopping power. 
And like Chevrolet’s Dual-Shoe parking 
brake . . . engineered for greater holding 
power. Here are trucks that offer important 
new comfort features. Ventipanes for con- 
trolled ventilation, and new cab seats for 
more riding comfort. In every way, these 
Chevrolet trucks are right for your job. 
See them at your Chevrolet dealer’s now. 
CHEVROLET DIVISION OF GENERAL MOTORS 


DETROIT 2, MICHIGAN 








ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load « POWER-JET CARBU- 
RETOR — for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e« SYNCHRO- 
MESH TRANSMISSIONS—for fast, smooth 


shifting e HYPOID REAR AXLES—for depend- 
ability and long life e NEW TORQUE-ACTION 
BRAKES—for light-duty models e PROVED 
DEPENDABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models e NEW TWIN- 
ACTION REAR BRAKES—for heavy-duty 
models e NEW DUAL-SHOE PARKING BRAKE 
—for greater holding ability on heavy-duty 


models e NEW CAB SEATS—for complete 
riding comfort e NEW VENTIPANES—for 
improved cab ventilation e WIDE-BASE 
WHEELS—for increased tire mileage ¢ BALL- 
TYPE STEERING—for easier handling ¢ UNIT- 
DESIGN BODIES—for greater load protection 
e ADVANCE-DESIGN STYLING—for increased 
comfort and modern appearance. 
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LUMBER Co. 
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WASHINGTON REPORT 





Passage of the Defense Production Act set off a 
general storm of new orders and of amend- 
ments to earlier rules. According to business 
weather forecasts, this blizzard of regulations 
is likely to continue. 


The Controlled Materials Plan, beginning October 
1st, will be extended to cover ALL industries 
using steel, copper and aluminum in producing 
consumer durables. It’s this expansion of CMP 
that has given our industry its special attack 
of regulationitis. 


The rule-making fraternity got its tail caught in 
the building construction door when the ex- 
paned CPM program booed at it all of a sudden. 
It wasn’t fixed for any such scares. The NPA 
tried to meet the crisis; but under the circum- 
stances the agency had more speed than control. 
It hurriedly released orders that had to be 
called back and rewritten. 


This little accident caused a couple of fiusters. 
First, the garbled orders were widely published 
in the daily press before getting revised; 
creating, among other wrong notions, the idea 
that no new construction could be started until 
Oct. 1. Second, the mistake annoyed some 
dealers into a profound lack of interest in try- 
ing to understand the corrected rules. 


But the rules ARE basic regulations; not likely 
to be changed for some time except for amend- 
ments in detail. Also, there are those who say 
the enforcement squad is likely to get bumpy 
about strict compliance. So better get a set of 
the more important regulations and see what 
they mean in your shop. Available at Dep’t of 
Commerce field offices. 


The new top construction order M-4A. The Con- 
trolled Materials Plan regulation governing 
construction is CMP Reg. No. 6, as Amended. 
Another new commandment given unto us is 
CMP Reg. No. 6, Direction 1. 


They’re complicated affairs and have to be under- 
stood as a group. For example M-4A prohibits 
the commencement of construction of all types 
of buildings requiring more than certain 
amounts of controlled materials, unless the 
prime contractor gets an authorized construc- 
tion schedule and related allotment under CMP 
Reg. No. 6, or is permitted to self-authorize 
supplementary orders, for less than the speci- 
fied amounts, under Direction 1, CMP Reg. No. 
6. 


A few representative points, borrowed from the 


analysis made by the NRLDA.... The dollar 
limitations and the 2,500 square-foot restric- 
tion in the old M-4 have been taken out. The 
check on construction in these new orders is 
the amount of controlled metals that may be 
used in a given type of project. 


A single-unit residence for example, using steel 
water pipe, is restricted to 1,800 pounds of 
carbon steel and 35 pounds of copper and 
copper base alloys. No structural steel, no al- 
loy and stainless steel, and no aluminum. The 


BuILpING Propucts MERCHANDISER 


prime contractor may apply for a construction 
schedule and a larger related allotment. But 
he’d better make his story good! 


“Controlled Materials,” in construction, are steel, 
copper and aluminum in forms and shapes 
listed in Schedule 1, CMP Reg. 1. Except for 
nails, which are listed in this category, these 
items are those generally requiring special 
cutting or shaping, either at the factory or on 
the construction job, for a particular and spe- 
cial building. 


But completely fabricated products, such as steel 
sash, standard prefabricated ducts, furnaces, 
heaters and in general other items classified as 
“B” products are NOT included in the scarce- 
metals poundage making up the controlled 
materials allowance. 


Construction, let it be said once more, has NOT 
been choked off for the period from August 3 to 
September 30. There ARE official and per- 
mitted methods by which prime contractors 
can continue projects already started and also 
can start new projects; and there ARE for- 
mulas and allotment symbols for self-authori- 
zation of CMP delivery orders. 


Better not ignore any regulations that apply to 
this industry. Some dealers thought all con- 
trols would be thrown out by Congress. Others 
thought a softening market would make ceil- 
ings unimportant. But getting caught under a 
low ceiling, even in what otherwise would be a 
declining market, can be tough if costs increase, 
or certain lines of goods run short. 


The Capehart amendment, allowing cost increases 
over the levels of the first half of ’50 and up 
to July 26 of this year to be included in setting 
ceiling prices, applies to manufacturers and 
processors. The Herlong amendment, requiring 
the use of historical markups, is of primary im- 
portance to distributors. 


The Herlong amendment, giving wholesalers and 
retailers their percentage margins for the base 
period of May 24-June 24, 1950, carries some 
limitations. These margins need not be calcu- 
lated for each individual seller. Not always. A 
pricing order that reflects pretty well the 
average margins of a group of sellers or a line 
of commodities, is legally okay. 


This makes it possible for the OPS to set up uni- 
form percentage margins or uniform dollars- 
and-cents ceilings. And do you know what your 
pre-Korean margins were? You probably do. 
And that’s important; for this margin protec- — 
tion applies only when a distributor or a group 
of distributors can prove what those margins 
actually were. 

So don’t ignore these regulations; even though 
you hate their visceral investiture. Note this 
one: The Lumber & Wood Products Branch is 
claimant agency to wood industries, handling 
among other things requests for allotments of 
CMP metals. And in its total claims it can 
justify only the amount of allotments applied 
for by individual plants. 
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SHAKERTOWN 
SIDEWALLS 


to complete more homes faster 
under the most severe conditions 


Double- coursed 

owns are easy 
to apply, provide wide 
range of distinctive 
styling. 








Weather won’t hold up construction—when you 
use Shakertown Sidewalls. These No: 1 cedar shingles 
are truly factory finished, require no further staining 
or painting on the job. 


Weather often means delay on project homes— 
and costs mount quickly. Shakertowns are available 
in quantity. No skilled labor needed—a strip of ship- 
lap for nailing guide is the only “‘extra” in the way of 
equipment. 


Weather demonstrates Shakertowns’ inherent ad- 
vantages. Cedar shingle exteriors have millions of tiny 
air cells—nature’s perfect insulation—to provide homes 
that are warmer in winter, cooler in summer. Cost less 
for maintenance and upkeep, too. 


Get the SHAKERTOWN Facts! If you have an 
important job coming up, why not find out how 
Shakertown Sidewalls can save you time and money 
—increase your profits, too! Write, wire or phone the 
address below—today. 








AVE 7 7e V6 TIME and MONEY 








Make full use of these 
Shakertown Advantages 


1, No staining or finishing on the job. Shaker- 
towns come ready to apply. 


2. Quick, easy application at low labor cost. 
3. No scarce or critical materials required. 


4. Wide range of colors and styling gives dis- 
tinctive appearance. : 








a . « « Build with Shakertowns! a, 





WEST COAST PLANT AT CHEHALIS, WASHINGTON 


She PE RMA 


RODUCTS Company 


5455 BROADWAY AVE. CLEVELAND 27, OHIO 
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NEWS BRIEFS 





Credit control policies have a chance of being relaxed some- 
what in short order, and then again still further demand from 
the public may be needed before Congress acts. It’s likely vet- 
erans’ down payment requirements will be eased first. Later, non- 
veterans will also get a break. ‘ 

cs * 

The general shaking down in the lumber market seems to be 
about over. It looks now like September may see firming if not 
an actual stiffening of prices in many of the items that have 
recently been dropping off. 

* * * 

There is no doubt less houses are being. projected now than 
either six months ago or a year ago. But there is still a whale of 
a lot of construction going on. Literally hundreds of thousands 
of houses are right now in all stages of construction, and the re- 
modeling and repair and the farm markets are going full blast 
also. But in many areas it’s the defense effort that has begun to 
snap the slack out of business and to eat into material supplies, 
including lumber. 

co oF * 

This same defense effort is going to react to the benefit of 
some dealers while making life miserable for others. However it 
is true that dealers who aren’t in localities to land direct defense 
business can go after either the farm trade or the remodeling trade 
or both. In any case, life isn't simple. 


The chief point is that we seem completely committed, during 
this long emergency, to doing business under Federal regulations. 
We don’t have to like it; but there it is. 

& = a 


Some signs that rules administration is approaching a pro- 
fessional level. Note that handling construction under CMP is no 
longer permissive. The revised CMP Reg. 6 makes it mandatory. 
Like the old Model-T Ford, you can have any color you want, if 
it’s black. 

* a * 

General opinion is that small projects, especially one-family 
houses, will be easier to build. While private home building was 
down in July, as compared with the corresponding month last 
year, it still looks as though a lot of living units would get started. 
Retail inventories are large. Chief block is credit controls; not 
materials scarcity. 

x * ae 

Home building, the first half of the year, rode along on prior 
mortgage commitments. These are beginning to peter out; and 
Regulation X is throwing its weight around. Some big builders, 
such as William J. Levitt, think that unless some needed revisions 
in credit controls are made, the homes built in ’52 will be little 
more than a third of the ’50 record. 

*x 

Easier controls on home financing around defense plants and 
in military areas will help. In some of these places, such as the 
hydrogen bomb plant, on the Savannah River, housing is making 
little progress. And the scandal of “chicken-coop houses,” com- 
manding large rents from service men, has thoroughly shocked 
and outraged the public. sea 

The NPA continued the softwood plywood set-aside for 
August at 20 percent. This isn’t enough to fill the DO-rated orders ; 
so the manufacturers’ set-aside for September and October will 
be 25 percent and, after November 1st, 30 percent. 


Plywood, “the product of the rolling mill of the lumber in- 
dustry,” has increased enormously in the amount and versatility 
of its uses. Production in 1927 was 206,000,000 square feet. Last 
year it was 2,500,000,000 square feet; and this year, 2,800,000,000. 
That’s the current estimate. 
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Redwood Grading Changes 


Standard grading rules for 
redwood lumber now permit 
shipment of dressed_ finish in 
all lengths from three to 20 
feet, according to announce- 
ment by the California Red- 
wood Association. 

Standard lengths are now 3 
to 20 feet in multiples of 1-foot 
or 2-feet for dressed finish and 
for all yard grades worked to 
bevel, bungalow and colonial 
siding, ceiling, wall boarding, 
drop siding, rustic and. similar 
patterns. 

The change extends the privi- 
lege of shipping odd lengths, 
which heretofore was permis- 
sible only in lengths shorter 
than 10 feet, to the longer 
lengths. It also reduces the 
standard lengths from 6 to 20 
feet to 3 to 20 feet for dressed 
finish and for casing, base, etc. 
No change in standard lengths 
has been made for rough finish 
or other yard grades, rough or 
dressed. 

The change was made to con- 
serve lumber, as most of the 
defects arising from working 
or seasoning may be eliminated 
by trimming one foot instead 
of two feet, as has been prac- 
ticed in the past. 

In addition, it is no longer 
necessary that the number of 
knots in Select Heart redwood 
two inches and thinner be lim- 
ited to one maximum-size knot 
or equivalent in smaller knots 
to each four linear feet. 

These and other changes 
clarifying the present rules 
will be incorporated in a new 
grading rule booklet to be is- 
sued by the California Redwood 
Association as soon as possible. 


Southern Pine Publicity 


Appointment of Charles W. 
McBurney as director of pub- 
licity for Southern Pine Asso- 
ciation has been announced by 
H. C. Berckes, secretary-man- 
ager of the Association. 

Mr. McBurney comes to 
Southern Pine Association 
headquarters in New Orleans 
from Birmingham, Alabama, 
where he was assistant adver- 
tising manager of Alabama 
Power Company. He is a for- 
mer Birmingham Post staff 
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DEALERS! 
EXTRA PROFITS 
FOR YOU 
WITH... 


PLANDRITE 


heehee 


MOST PRACTICAL 
PLAN SERVICE 
EVER 
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Each kit contains actual full scale BLUE- 
PRINTS of a selected Plandrite Home 
15 Different Plandrite House Plans to 
choose from 


Homes range from $10,000 to $35,000 
in price 


Selling price for each kit—$10.00 
—Dealer's profit—$4.00 


You'll sell more homes—more materials for 
these homes—and make a substantial profit 
on each one whén you offer your customers 
Plandrite House plan kits. 

Each kit contains an architect's rendering of 
the house, a floor plan layout—and the 
complete working BLUEPRINTS. 

And there are 15 different Plandrite Homes 
from which your customers can choose. 

Start today. Discover what a real help these 
Plandrite plans are to you and your cus- 
tomers—and the extra profits you make. 


WRITE 





Plandrite Homes, Inc. 
1600 Long Valley, Glenview, Illinois 
oO Ha us ONE Sample Plandrite Kit for 


Please fill in: 
Price range of house................. ’ 


als 5 kts ss aentas 7 
No. of rooms in house............... bs 


D1 Send us more complete information. : 
Enclosed is our check for $ 








writer and was a publicist for 
American Petroleum Industries 
Committee, New York City. 

In making the announcement, 
Mr. Berckes called attention to 
a decision by the Southern Pine 
Association Trade Promotion 
Committee to intensify the As- 
sociation’s activities in the field 
of dealer cooperation. Mr. Mc- 
Burney will be available to 
work with groups 6f dealers on 
their merchandising programs. 


Logging Congress 


The sixth annual Lake States 
Logging Congress is scheduled 
for Marquette, Mich., on Sep- 
tember 27-28-29. 

As usual, there will be large 
display of equipment for both 
logging and sawmilling. This 
year’s meeting is shaping up 
as the biggest and best one yet. 


Hoo-Hoo's Will Gather 


Florida Hoo-Hoo’s will be 
hosts to the 60th annual con- 
vention of the lumbermen’s fra- 
ternal group, which will be held 
October 7-8-9-10, 1951, at the 
Roney Plaza hotel in Miami 
Beach. 

Secretary Ben Springer is 
pressing for a record 10,000 
members in good standing by 
convention time. Ben says Lynn 
Boyd will be in charge of all 
business sessions and that a 
special report on the activities 
of the Wood Promotion Com- 
mittee headlines the educa- 
tional program. 


Next Year's Convention 
Dates Announced 


BMEA has announced the 
following list of convention lo- 
cations and dates for 1952. Al- 
though there are possibilities 
of changes, most dates are defi- 
nite. Corrections will be made 
in these columns as they may 
occur. 


January 14, 15, 16—Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 


January 15, 16, 17— Northwestern 
Lumbermen’s Assn., Minneapolis, Au- 
ditorium, Minneapolis. 


January 23, 24, 25 — Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. 


January 20, week of —Ohio Retail 
Lumbermen’s Assn., Cleveland Audi- 
torium, Cleveland, Ohio. 





January 21, 22, 23—Western Retail 
Lumbermen’s Assn., Olympic Hotel, 
Seattle, Wash. 


January 28, 29, 30—Northeastern Re. 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York City. 


January 29, 30, 31—Wisconsin Retail 
Lumbermen’s Assn., Municipal Audi- 
torium, Milwaukee, Wis. 


February 5, 6, 7—Michigan Retail 
Lumber Dealers’ Assn., Civic Audi- 
torium, Grand Rapids, Mich. 


February 6, 7, 8— Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


February 6, 7, 8— Mountain States 
Lumber Dealer’s Assn., Shirley-Savoy 
Hotel, Denver, Colo. 


February 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, Wm. 
Penn Hotel, Pittsburgh, Pa. 


February 12, 13, 14—Illinois Lumber 
& Material Dealers Assn., Sherman 
Hotel, Chicago, IIl. 


February 13, 14, 15—Virginia Build- 
ing Material Assn., Richmond or Roa- 
noke. 


February 17, 18—Mississippi Retail 
Lumber Dealers’ Assn., Buena Vista 
Hotel, Biloxi, Miss. 


February 24, week of—Intermountain 
Lumber Dealers’ Assn., indefinite. 


February 26, 27, 28—Indiana Lumber 
& Builders’ Supply Assn., Murat 
Temple, Indianapolis, Ind. ; 


February 27, 28, 29—Nebraska Lum- 
ber Merchants Assn., City Auditorium, 
Omaha. 


March 11, 12—North Dakota Retail 
Lumbermen’s Assn., Fargo or Bis- 
marck, N. D. 

March 12, 13, 14—Iowa Retail Lum- 
bermen’s Assn., Iowa Exhibit Bldg., 
Des Moines. 

Between March 15 and April 15— 
Montana Retail Lumbermen’s Assn. 


March 18, 19, 20—Carolina Lumber & 
Building Supply Assn. 


March 19, 20—Louisiana Building Ma- 
terial Dealers’ Assn., Jung Hotel, 
New Orleans. 


March 25, 26, 27—Tennessee Building 
Materials Assn., Nashville. 


March 27, 28—JIndependent Retail 
Lumber Dealers’ Assn., Hotel Radis- 
son, Minneapolis, Minn. 


April 13, week of—Florida Lumber & 
Millwork Assn., indefinite. 

April 15, 16, 17—Southern California 
Retail Lumbermen’s Assn., Ambassa- 
dor Hotel, Los Angeles, Calif. 

April, first week of—Mississippi Re- 
tail Lumber Dealers’ Assn., indefinite. 
April 20, week of—Texas Line Yard 
Retail Lumber Dealers’ Assn., indefi- 
nite. (Possibly Galveston.) 

April 23, 24, 25—Lumber Merchants’ 
Assn. of Northern California, San 
Francisco, Calif. 
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MENGEL 
MAHOGANY 
Flush DOORS 


add Greatly to House 


YET COST LESS THAN MANY DOMESTIC WOODS! 





Everyone knows the sales magic of ““Mahogany”’. 
The very word means extra luxury, extra quality, 
extra value... . 


Now Mengel offers you Mahogany Flush Doors 
at remarkable savings. 


You can equip any building with these 
beautiful African Mahogany doors for 
less than comparable doors faced 
with many domestic woods! 


Why? Because The Mengel Company operates 
its own logging concession and mill in the best 
Mahogany section of Africa, and imports this 


King of Woods in tremendous volume. Then — 


Mengel manufactures its famous doors in two 
of America’s greatest factories, geared to the 
mass production of highest-quality doors. 


Choose Mengel Mahogany Doors and you get 
doors of unbelievable beauty. In both Hollow- 
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Core and Solid-Core types, they are the greatest 
door values in America! 


Enlist the Magic of Mahogany in your own 
projects. Mail the coupon for all the facts, now! 
The Mengel Company . . . America’s largest manufacturers 
of hardwood products e growers and processors of timber 
@ manufacturers of fine furniture e veneers e plywood e 


flush doors e corrugated containers e@ kitchen cabinets 
and wall closets 


Pease eer se owe 


THE MENGEL COMPANY 
Plywood Division, Louisville 1, Ky. 


Core. 


Name 








Gentlemen: Please send me full information on Mengel 
Mahogany Flush Doors—Hollow Core and Stabilized Solid 





Firm 





Street 








City 5 aul State. 






Values - 
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ha] Specify the a of pieces | 
i in each length for your raft- 
| ers, plates, joists, studs and 
i small timbers — Air-King will 
fill the order. No need ‘to 
pile up an inventory of slow- \ 
|| sale sizes while trying to get 
your desired items. Air-King | 
|| ships standard green Fir in 
specified lengths, widths and | 
grade. nl ur | 


When we accept wil order | 
it is shipped on time. Let us) || 
eral mn 


| ik 


! 







































I MCORP. i! | 
ores Tigard, Oregon 


Telephones |— Portland. Line CH 3330 
in —_ or = 6161 att SS sill 


12 




















Market Centers 


SEATTLE — Building con- 
tinues in restrictive volume but 
is by no means dead. Evidences 
of a fair amount of industrial 
and home construction can be 
seen all through this area. One 


project calls for a thousand: 


new homes. 

The lumber market remains 
in an indeterminate state. Only 
strong item is fir dimension 
which has firmed around $2.00. 
Other fir and hemlock items are 
steady to weak. Shingle demand 
is weak with but fifty percent 
production. Western red cedar 
lumber has little demand. Pine 
commons and shop and engle- 
man spruce dimension have 
weakened considerably the past 
fortnight. 

Governing factor in all trad- 
ing appears to be inventories. 
Most business is consummated 
along with an effort to reduce 
stocks on hand. 

Prices reflect an indecisive 
demand. Some even ascribe the 
slight strengthening of fir di- 
mension to an adjustment 
rather than an increase caused 
by better demand. Fir and 
hemlock items remain steady 
except for fir dimension. 
Shingles are sold at figures of 
10 days to a fortnight ago. 
Cedar lumber is very weak and 
often sold after individual 
dickering at prices below cur- 
rent figures. Ponderosa pine 
shop is down some $15 and 
commons $3 to $10. Sugar pine 
shop has dropped $10 to $15 
while Engleman spruce dimen- 
sion has gone down an average 
of $4. 

Surprising in the current pic- 
ture is the very good inventory 
of logs as of August lst. In 
spite of many closures and the 
order by the state to work only 
during the owl hoot shifts dur- 
ing the dryest July in 20 years 
a very satisfactory upping of 
log stocks was made. Broken 
down, the figures reveal: Puget 
Sound area gained 5 million 
feet to make 413 M on hand. 
A year ago the total was 390 
M. Columbia river gained 44 
M to a total of 406 M as com- 
pared to 297 a year ago. Grays 
Harbor upped 13 M to 100 M. 
A year ago the harbor area had 
only 79 M. 

TACOMA — Log production 
is maintaining a fair volume 
despite the continued poten- 
tially serious forest fire situa- 
tion. Logging operations 





throughout the state are stil] 
closing down at noon daily and 
will continue to do so until the 
present danger abates, accord- 
ing to state forestry officials. 
The state forestry department 
reported yesterday that more 
than 1,300 forest fires have 
razed 14,285 acres of timber. 
land in this state since Janu- 
ary 1. The greatest losses oc- 
curred in the Elbe district, 
south of here, where 4,981 
acres of timberland were 
burned over by 102 fires. In 
some districts the situation is 
so serious that all operations 
have been suspended until there 
is rainfall. Considerable inter- 
est is being shown by private 
bidders in state owned timber 
that is being offered for sale 
at public auction. Approxi- 
mately 140,000,000 board feet 
of state owned timber valued 
in excess of $2,000,000 was sold 
last Tuesday. The total, of- 
fered for sale in 16 different 
counties, included 38,000,000 
board feet of hemlock; '24,000,- 
000 feet of yellow fir; 19,000,- 
000 feet of Douglas fir; 18, 
000,000 feet of cedar; 12,000,000 
feet of pine; 13,000,000 feet of 
white fir and 12,000,000 feet of 
red fir and other species. A 
sample sale was that of ap- 
proximately 41,104,000 board 
feet in Cowlitz county to the 
Weyerhaeuser Timber Com- 
pany for the state appraisal 
price of $824,427.50. The ply- 
wood industry will feel the 
new order of the national pro- 
duction authority directing 
softwood plywood manufactur- 
ers to set aside up to 30 per- 
cent of their production to 
meet defense needs, supersed- 
ing a previous 20 percent order. 


KANSAS CITY — Evidences 
of the flood damage on the 
local lumber market was mani- 
fest in the last ten days when 
retail yards started to refill 
their bins liberally in anticipa- 
tion of the huge rehabilitation 
job that is ahead. Millions of 
feet of lumber will be required 
in the two Kansas Citys alone, 
and in such cities as Topeka, 
Lawrence, Manhattan, Ottawa 
and dozens of farm communi- 
ties the requirements will be 
substantial. 

The yellow pine market 
showed the first signs of 
strengthening in months and 
demand was sufficient to 
prompt. the largest operator 
here to boost prices by $1 a 
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HOW MANY ARE YOU GETTING? 


That depends largely on how 
actively you are going after this 
present rich market. For, even with <— 
building restrictions, it seems probable 
that this year will see some 800,000 or more 
new homes built. 


But that’s the smaller part by far of your 
profit picture! Consider the tremendous demand for the 
reroofing, maintenance, and repair of the millions of existing 
dwellings, farm buildings and non-residential structures. Line 
up with Barrett and get your share of this business. 


Barrett puts you in touch with this rich market through its 
powerful, full-color, full-page national advertising in The Saturday 
Evening Post, through farm magazines, and through its unmatched 
sales-promotion program, which includes store and job signs, window 
and counter displays, direct mail and selling manuals, samples—in 
fact, everything you need to find prospects and close sales. 





Get in touch with Barrett today. Ask for full information 


about the complete Barrett line, which includes special THE BARRETT DIVISION 
lock-type shingles as well as “‘conventional” designs. They ALLIED CHEMICAL & DYE CORPORATION 

. > M 40 Rector Street, New York 6, N. Y. 
are approved by Underwriters’ Laboratories, and meet every 205 W. Wacker Drive, Chicago 6, Ill. 
requirement for superior roofing and reroofing at moderate etin &i Siena Wand hater Delaantine Om Se. 
cost—values your competitors just can’t beat! *Reg. U. S. Pat. Off. 
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SELL THESE 


COMPLETE PRE-FIT 


WINDOW UNITS: 
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ZEGERS 


Qiao COMBINATION 


METAL WEATHERSTRIP-SASH BALANCE 





Sell your builder customers the frame, the 
glazed sash, and Dura-seal Weatherstripping 
and Sash Balances . . : all assembled into one 
precision-made window unit! Dura-seal 
equipment is self-adjusting and assures 
trouble-free operation . . . all of which results 
in /ower costs! You'll make more profit per 
unit . . . the builder will reduce the high costs 
of on-site labor. 


Ask your sash and door jobber for complete 
information on Dura-seal equipped window 
units or write to us for the name of your 
nearest Dura-seal jobber! 





Ali 


Pos 
i ney 


DURA-SE/ 
WINDOW UN 


Here's the way Dura-seal equipped window 
units come to you from your jobber... . and 
the way they come to your builder customers 
. - delivered complete. 


from you . 
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thousand on boards in straight 
cars and $2 a thousand on 
mixed cars. Contributing to 
the slow strength was the fact 
that production has been cut 
sharply in the Southwest this 
summer, due in part to a 
slackened demand and _ lower 
prices which caused scores of 
little mills to shut down en- 
tirely and many of the big oper- 
ators curtailed running time. 
The big wholesalers here re- 
port inquiries and orders from 
territories that heretofore held 
that prices were too high. The 
feeling is that retailers are 
willing to fill in their broken 
stocks and add to their de- 
pleted bins. Notwithstanding 
government restrictions that 
have put a damper on residen- 
tial and commercial construc- 
tion, lumbermen contend there 
will be plenty of business this 
fall and are getting ready for it. 


Lumber—National 


Lumber shipments of 486 
mills reporting to the National 
Lumber Trade Barometer were 
12.2 percent below production 
for the week ending August 4, 
1951. In the same week new 
orders of these mills were 18.8 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 49 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 26 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
49 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 1.2 percent above 
production; orders were 0.4 
percent below production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 72.0 percent above; ship- 
ments were 56.8 percent above; 
orders were 42.1 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 5.0 percent 
below; shipments were 11.4 
percent below; new orders were 
34.9 percent below. 


West Coast 


Lumber production at Doug- 
las fir mills of western Oregon 
and Washington fell off sharp- 
ly in July due to holiday shut- 
downs throughout much of the 
industry. 

Production for the first seven 
months is 772 million feet 
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O its broad line of plywood, doors and 
other building materials, United States 
Plywood now adds another important prod- 
uct—Weldwood Hard Board, which will short- 
ly be available through all of our warehouses. 


By this step, a new and convenient source 
of supply for high-quality hard board is at 
your disposal. Your regular Weldwood sales- 
man will be able to take care of your hard 
board needs. The customary prompt, reliable 
Weldwood service will be yours—and you will 
be able to get one sheet or a thousand right 





United States Plywood Corporation is the 
world’s largest manufacturer of plywood, 
producing a complete line of decorative 


A NEW, NATION-WIDE SOURCE 
FOR HIGH-QUALITY HARD BOARD 


along with your delivery of Weldwood prod- 
ucts. 


Best of all, you will find that Weldwood 
Hard Board is a superior board. Light in color, 
it is easier to paint. It works and cuts better, 
with a clean, sharp edge. We urge you to 
compare it with the hard board you have been 
using. 

Weldwood Hard Board will be available in 
the two popular types — standard and tem- 


pered — in the usual sizes. Tempered Tile 
Board will also be available. 


WELDWOOD Hard Board 


Manufactured by Abitibi Power and Paper Company, Ltd.* 
Distributed Exclusively By 


hardwood plywood, fir plywood, Weld- UNITED STATES PLYWOOD CORPORATION 
tex and other specialty items—as well as 55 West 44th Street, New York 18, N. Y. 


the most complete line of wood-faced 
flush doors on the market. 
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Branches in Principal Cities * Distributing Units in Chief Trading Areas 


*Weldwood Hard Board distributed on the West Coast 
is manufactured by Forest Fiber Products Company. 
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You cut your flooring labor 

costs — right down to the bone 


when you buy oak flooring in 
HARCO Palletized Units. 


You cut costs because with a 
fork lift, this packaged flooring 
can be unloaded from car, 
stacked for storage, and reloaded 
on a truck for movement to.the 
job — as a unit! Instead of 
handling a single bundle, you 
handle 750 board feet at a time. 
That’s real labor economy! 
















HARCO Palletized 
Units give you all of these 


advantages — cut time 
and labor costs . . . save 
storage space... reduce 


loss from damage and pil- 
ferage ... look better... 
and sell better. It’s the 
new, modern way to buy 
flooring that will build 
bigger flooring profits 
for you. 


is 


@ Palletized Units contain bundles from 2’ to 7’. The longer 
lengths, necessary to meet “average length” requirements 
of each grade, are loaded in car with units. 


he eee 


(a, V EACH-MAY- WILSON. INC. 











larger than same period last 
year. Shipments through July 
still top last year’s by 409 mil. 
lion feet. July orders held 
even with June, despite the 
holidays. 

West Coast lumbermen re. 
port a gradual tightening in 
freight car supply which is be. 
coming more severe as heavy 
grain shipments increase. Ship- 
ping space is particularly short 
with only half the space avail- 
able for lumber shippers from 
North Pacific to Atlantic ports, 

The weekly average of West 
Coast lumber production in 
July was 165,102,000 b.f. or 
91.8% of the 1946-1950 aver- 
age. Orders averaged 171,839,. 
000 b.f.; Shipments 152,780,000 
b.f.; weekly averages for June 
were: Production, 222,431,000 
b.f. (123.7% of the 1946-1950 
average); Orders 172,333,000 
b.f.; Shipments 204,496,000 b.f. 

Thirty weeks of 1951 cumu- 
lative production 6,547,285,000 
b.f.; thirty weeks of 1950, 5,- 
775,026,000 b.f.; thirty weeks 
of 1949, 5,500,481,000 b.f. 

Orders for thirty weeks of 
1951 break down as follows: 
Rail & Truck 4,294,119,000 
b.f.; Domestic Cargo 1,212,437,- 
000 b.f.; Export 374,039,000 
b.f.; Local 394,866,000 b.f. 

The industry’s unfilled order 
file stood at 667,501,000 b.f. at 
the end of July, Gross Stocks 
at 851,736,000 b.f. 


Western Pine 


The production of Western 
Pine and Associated Woods by 
the 105 mills reporting to the 
Western Pine Association for 
the week ending August 4, 
1951, totaled 78,048,000 feet. 
This compares to 79,965,000 
feet for the same period last 
year. Shipments for the week 
ran to 71,198,000 feet, 8.8 per- 
cent below production. For the 
same week a year ago ship- 
ments amounted to 85,844,000 
feet. Orders for the period 
came to 61,525,000 feet as com- 
pared to 84,143,000 feet a year 
ago. Unfilled orders at the 
week’s end totaled 221,323,- 
000 feet, while gross stocks 
amounted to 705,667,000 feet. 


Southern Pine 


Production of Southern Pine 
by the 107 mills reporting to 
the Southern Pine Association 
for the week ending August 4, 
1951, amounted to 17,433,000 
feet, or 2.91 percent below the 
three year average. Orders for 
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HELP YOURSELF TO THESE FREE HELPS 
for getting more glass business 


These attractive two-color folders are designed to 
do triple selling duty for you—as counter pass outs, 
as package inserts, as mailing stuffers. And no 
matter how you use them, they'll bring you a bigger 
share of replacement glass business. 

To tie in with this handy promotion piece you'll 
probably want to feature a display of glass and 


related glazing items—putty, putty knives, glazing 


points. And, of course, you’ll want a good stock of 
the easier-cutting L‘O°’F Window Glass. 

For advice on what quantities of the fastest sell- 
ing sizes to stock, call your nearest L-O-F distribu- 
tor. He’ll give you your free supply of these color- 
ful, business-building folders, too. 

Libbey*Owens*Ford Glass Company, 5081 
Nicholas Building, Toledo 3, Ohio. 





L 
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LIBBEY: OWENS - FORD 
] Gas) 2 Gneda Nase tte GLASS 











Send for Your Supply 





IMPORTANT: Mail this coupon to your L-O-F Glass Distributor 
Please send me my free supply of the L-O-F replacement glass folders, WG-17 





(Please Print) ; 


iss STATE 





V4 COMPANY NAME____ 
STREET ADDRESS. Ge Ths aes Se : 
e 
city 





BuILDING Propucts MERCHANDISER 





REQUESTED BY___ are een Ste 








the week ran to 16,138,000 feet, 
10.12 percent below the three 
year average and 7.43 percent 
below production. Shipments 
for the week amounted to 15,- 
926,000 feet, 11.30 percent be- 


low the three year average and 
8.64 percent below production. 
Total stocks on hand amounted 
to 179,461,000 feet, with un- 
filled orders accounting for 
38,261,000 feet of the total. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine—the 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. C D 
Be. seenedacaane 155.00 145.00 105.00 
Flat Grain Flooring 
ary ee 140.00 130.00 98.00 
DE Khhnecavaens 160.00 155.00 105.00 


Drop Siding 


1x6 (Pat. #106).150.00 140.00 110.00 
1x6 (Pat. #116).150.00 145.00 110.00 


Celling 

ae 110.00 105.00 65.00 
De stecaeens 115-125 110-120 95.00 

Boards and Shipiap and 2” 

(green) 1x6 1x8 1x10 1x12 
No. 1 ....73.00 76.00 74.00 76.00 
No. 2 ....69.00 68.00 67.00 70.00 
No. 3 ....57.00 60.00 57.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 75.00 75.00 76.00 75.00 75.00 
2x 6 74.00 74.00 75.00 77.00 77.00 
2x 8 74.00 74.00 73.00 73.00 73.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 74.00 74.00 74.00 74.00 74.00 
No. 2 Dimension 


2x 4 68.00 68.00 71.00 68.50 68.50 


2x10 66.50 66.50 66.50 66.50 66.50 
2x12 65.00 65.00 65.00 65.00 65.00 


No. 3 Dimension R/L Only 


Me rhddecawee awed e Pees wom eb els 43.00 
Be ne ane ee 42.00 
Re ne ae eee 38.00 
= Addie ee bag ewe Meee 0H e we KERS 38.00 

de ool oh aldec ta io ta Dh eat Adare cc Se a 38.00 


x12 
(Add 10-12 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 
82 or 48 4/4RW 5/4RW 8/4RW 
C&Btr. RL ...275.00 285.00 280.00 
Shop S28 No.1 No. 2 
Saar coccccccok tee . 166.00 
_, ee eee eeeeee+170.00 155.00 
Commons 
82 or 48 No. 2 No. 8 No. 4 
me ee iseoece 130.00 96.00 82.00 
See BEE) ccccees 130.00 96.00 80.00 
Idaho White Pine 
Selects 
S2 or 48 x4 1x x8 5/64 
C&Btr. RL. 250 00 265. 50 270 00 265.00 
7 witesesen 205.00 225.00 230.00 235.00 
Commons, 82 or = ne 1 No. 2 No. 3 
OOS ll —t— 140.00 100.00 
 #sdeeseeunde 160. 00 140.06 100.00 
Sugar Pine 
Selects 
82 or 48 “vs 7+ aA I ry 6/4 RW 
Bé&Btr. RL...300.00 305.00 
© Bites cee eee tt 00 375,00 195.00 
EP Bileecece -- -255.00 240.00 175.00 
Shop, 328 
No. 2 No. 3 
ree 135.00 100.00 
Me nxsseweos - -175.00 135.00 100.00 
8/4 SOC ES 135.00 100.00 
is 


ditors. 


SOUTHERN PINE 


Vertical Grain Flooring 
B C D 
Te seven nonemns 210.00 200.00 180.00 


COTO eee uewe 185.00 175.00 135.00 
1x6 Pann awe ee ae 220.00 210.00 170.00 
Drop Siding 
1x6 (Pat. #106).195.00. 185.00 155.00 
1x6 (Pat. #116).195.00 185.00 155.00 
Boards and Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...135.00 135.00 140.00 165.00 
No. 2... 83.60 88.00 88.00 93.00 
No. 3 ... 73.00 80.00 80.00 86.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 
No. 2 Dimension 


2x10 86.00 87.00 87.00 93.00 95.00 
2x12 86.00 87.00 87.00 93.00 103.50 
No. 3 Dimension R/L Only 
No. 3 or oe R/L — 





2x 4 . 

2x 6 68.00 ‘ 

2x 8 67.00 ‘ 

2x10 67.00 . 

2x12 61.00 * 

RESWOOD 
Finish 

at 24 Sener. DE ccccbeccceee DE 

~ $. = Das EEO OSS reed 

x Mt céeoaseaonte \ 
xt AeBu aes neous cocccesve LEG 
1x 6 R/ rests ccccsocesosces. Se 
1x 8 R SEES. Seccecceccecccs. BED 
EEO Belke Beebe ccccececccecee Bee 
ERAS Teste BEG: cccccecs 220.80 


Prices for red cedar siding “in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Cle ear o ase cme 
x4 inch ...... 95.00 83.00 75.00 
x5 inch ......120.00 118.00 88.00 
x6 inch ......155. % 
x8 inch ......185.00 173.00 130.00 


8 i i ‘ 
10 inch ........230.00 218.00 175.00 
12 inch ........230.00 228.00 165.00 
Finish, B and Btr. S28 or 4S, 
6-16’ or Rough 
1x 8 achiiabeanehiitieaie 
ere 175.00 
PE “staan hh edidd etece-ce-s 185.00 
Ceiling or Flooring, 
B and Btr., 9-10’ 


B&Btr. C D 
1X3 ....+4+-+---100.00 97.00 85.00 
TSE cece «eee+-100.00 97.00 85.00 


RED CEDAR SHINGLES 





Royals 
SOE OMEE. a6 606060004 conecheeee 
2—24"-4/2 ...... ecevcceaceshaeee 
ee eee eee 0 
Perfections 
1—18”-5/2 Sete btneeweees 13.50 
2—18”-5/2 ee e oo Bet 
3—18”-5/2 osecccesscone Gee 
xxxxx 
EEE, dcidineew< ses one --11.50 
ee i Po coccocee totem 8.06 
Se FEED vobeticecuesctsd 5.75- 6.00 





ENGELMANN SPRUCE 


Boards and 
a ty A ify 1x6 1x8 1x10 1x12 
No. 2&Btr..104.00 107.00 108.00 112.00 
No. saBte. 86.00 87.00 88.00 92.00 
No. 1 Dimension | 


2x12 87.00 87.00 87.00 81.00 81.00 
2x 4 80.00 80.00 80.00 80.00 80.00 


2x10 $0.00 80.00 80.00 80.00 80.00 

2x12 76.00 76.00 00 76.00 76.00 

(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. C D 
Tere er 150.00 140.00 100.00 


er a Cee 135.00 125.00 93.00 
ix ee ee 155.00 150.00 100.00 
Drop Sidin 
1x6 (Pat. #4106). 145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
BEE ssevewemes 105.00 0.00 60.00 
BE vkceemaes ae 110-120 106. 115 90.00 
Boards and Shiplap and 2” (Dry) 
1x6 1x8 1x10 1x12 


No. 1 ....80.00 82.00 82.00 82.00 
No. 2 ....77.00 77.00 77.00 177.00 
No. 3 --62.00 64.00 64.00 64.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


No. 2 Dimension 
2x 4 72.00 72.00 74.00 73.00 73.00 
2x 6 71.00 71.00 72.00 73.00 73.00 
2x 8 68.00 68.00 69.00 69.00 69.00 
2x10 68.00 68.00 68.00 68.00 68.00 
2x12 66.00 66.00 66.00 66.00 66.00 
No. 3 Dimension R/L Only 


> Sree ee See ree ee Haye 
eg. shoes rentee ener aS reves) eae 
MD <u dhicnsdase cee Gemeeas Moweae 56.00 
ON ik oa os Sa ns bey GER Ae Se ee 56.00 





OAK FLOORING 
Clear Pin oo —s 1x2 4x1 % 


White ..220.00 190 170.00 170.00 
Red ....220.00 190. 00 170.00 170.00 
Sel Plai 
i Plais .190.00 170.00 150.00 132.50 
Red ....190.00 170.00 150.00 132.50 
1 Common 
” White ..170.00 140.00 75.00 60.00 


Red .. - 170. oe ae 75.00 60.00 
2 Mixed 15” Shor 
#3 aaa .100.00 75.00 60.00 50.00 
Com. 
“aa ..-135.00 105.00 70.00 66.00 
#2 Com. ..100.00 80.00 60.00 55.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 





Clear sec’ es “B” 
%x4 inch ...... 80.00 77.00 55.00 
S6E5 INCH ..cecce 105.00 103.00 73.00 
%x6 inch ..... 115-120 113-118 105.00 
%x8 bean ee . ga = 115.00 
lear Bungalow Siding, ne 
’ inch - ree ee 185.00 183.00 143.00 
Ce eevee 200.00 198.00 170.00 
eee 220.00 213-313 180.00 


Finish, B and Btr, S82 or 4S, 
6-16’ or rough 


PE ave ctebsunteedesaemtaves Mae bpd 
Re Nodetgeiataneaiie 
Ceiling or Flooring. Pg rcs 9-16’ 
aa ee 105.00 100.00 90.00 
CC eer 120.00 115.00 , 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— 

a under 4.00—list plus 125 per 
nt. 

Listing 4.00 and over—list plus 130 


per cent. 
Clear Lattice, 6-16”, 5-16’ 
100 Lin. Feet 
SIRE: 2 once F és tee cewet ae cheims tees ae 
Tre ; 
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5-YEAR REPORT 


With this issue your editor has completed his fifth year 
on the job—and the AMERICAN LUMBERMAN enters 
its 79th publishing year! 

Five years ago we proudly added to our masthead a 
publishing platform which has met the test of time. We 
are prouder than ever of that platform and its implemen- 
tation. We'll keep that flag flying! 

Speaking for the editorial and business staff, we wish 
to thank you investment factors of the industry—dealer- 





EDITORIAL 


readers, manufacturers and wholesalers—for your won- 


derful support. 

Your cooperation has brought both our circulation and 
our advertising lineage to a point nearly double what it 
was five years ago. ; 

Today we look forward to another five years of growing 
opportunities and increased service. 

In a spirit of dynamic humility, thankfulness, and sus- 
tained effort, it seems fitting at this time to acquaint our 
dealer-readers with our pledge of service. 


The American Lumberman Pledge of Service 


In recognition of our responsibility to our 
dealer readers, within the scope of our abilities 
and resources, it is our continuing purpose: 


1—To provide information upon which our 
dealer readers can base sound decisions in 
the area of Administrative Policy covering 
such problems as legal considerations, credit 
and collections, capital sources, budgets and 
accounting, overhead expenses, insurance and 
taxes, governmental regulations, markups 
and prices, financial statements and reports, 
profit leaks, waste elimination, etc. 


2—To provide, in the area of Purchasing and 
Procurement complete source data concern- 
ing the producers of the more than 30,000 
items that are used in construction and 
related fields; a listing of all the items sold 
by the Lumber and Building Products Mer- 
chants of United States and Canada to- 
gether with sources of wholesale supply, 
a twice-a-month recapitulation of all new 
products offered in this field and their pro- 
ducers, and practical examples of the profit- 
making importance of having the right item 
to sell, the right departmentalization, and 
the turnover rate that will produce maxi- 
mum profit. 

3—To provide new and tested methods and 
techniques in the area of Store and Office 
Efficiency including such problems as organ- 
ization of office space, window trimming 
and decoration, counters and shelves, sam- 
ples and displays, comfort facilities, light- 
ing, etc. 

4—To record case histories in the area of Plant 


Operations whereby dealers may consider — 


the most efficient ideas regarding operating 
costs reduction, improved efficiency of ma- 
terials handling, savings in storage and 
delivery, improved warehouse and yard plan- 
ning, new and better equipment, pre-cutting 
and yard fabrication, portable units, etc. 
5—To publish how-to-do-it information re- 
searched from our own and other industries 
that may be applicable in the area of Man 
Power problems such as—employe training, 
compensation and incentives; job analysis, 
evaluation and specifications; supervision 


BUILDING Propucts MERCHANDISER 


and merit rating; development of construc- 
tive attitudes, morale and teamwork; labor 
relations; recruiting, selection, indoctrina- 
tion, training, motivating, stimulating and 
operating salesmen; and making the whole 
organization a selling unit. 


6—To provide most comprehensive data con- 
cerning tested strategies, tactics and pro- 
cedures in the area of Advertising and Sales 
Development including such items as media; 
appropriations; sales; and advertising tools 
and literature; consumer catalogues; and 
consumer sales financing; in order that 
our dealers may bring ever-increasing con- 
sumer traffic to their doors; cause every- 
one who is interested in building to come 
to them first; increase cash sales; and fully 
capitalize all 12 of their major market op- 
portunities, i.e. the new home market; the 
home improvement and maintenance mar- 
ket; the farm market; the heavy construc- 
tion market; commercial, industrial and 


institutional repairs and improvements; 
specialty markets; markets for building 
packages; build-it-yourself market; non- 


construction uses for building materials; 
appliances and equipment; impulse and 
counter merchandise; and Government 
sales. 


7—To provide, in the area of Building Industry 
Integration and Coordination, tested plans to 
secure cooperation from local contractors, 
architects, realtors and financing agencies; 
to secure goodwill and sales support from 
local building mechanics; to center the sales 
advocates of the whole local building indus- 
try at dealer headquarters; to work with 
manufacturers and wholesalers, in training 
specialized application crews; in getting 
more apprentice training; in developing 
leads and prospects; in capitalizing seasonal 
markets and in getting the most from sales 
promotional dollars. 


8—To publish dealer experience in the area of: 
Public Relations which will help get more 
favorable publicity; earn public goodwill 
for dealer and industry; establish a repu- 


(continued on page 52) 
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TOM HOUGE, who helped dealer 
supply structural plans for buildings. 





HARLAN NERESON, farm manager, 
show how upper vent is opened to draw off hot air in 
summer. 





and L. Stepperud 





builds sales. 


ORIGINAL BUILDING, which houses part of flock that numbers 32,000 laying 
chickens under near perfect conditions. 








BY GETTING HIS CUSTOMER proper design for venti- 
lating system, dealer Nixa provided type of service that 


How to Turn Carloads of Materials into Big Buildings 


By using manufacturers’ design services and engineering talents and 
directing the selling efforts of the district salesmen, this Rochester, Minn. dealer 
builds big business for himself and helps his customer get big value for his dollar. 


Every once in a while we 
come across an example of 
championship selling. Here is 
such a case from Rochester, 
Minn. 

A. A. Urness has for many 
years operated a chick hatchery 
in Rochester, and over the years 
had dreamed of a mass produc- 
tion egg project. In the fall of 
1948, Urness bought the land 
where his dream was to become 


34 


a reality. 

Urness, with his wide experi- 
ence with chickens, knew the 
amount of space he required 
and he had some general condi- 
tions which governed the type 
and size of rooms he wanted for 
most efficient operation in the 
large scale production of 
eggs. After procuring the land, 
Urness called in Mr. Nixa, man- 
ager of the Fullerton Lumber 


Company yard in Rochester. 
And here began a remarkable 
series of sales based on service 
and product knowledge. 

Nixa began to marshall his 
forces of service in the form 
of suppliers’ representatives of 
many of the basic materials 
that would be required for such 
a major project. Men who knew 
framing, sheathing, insulating 
and ventilating came to offer 
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PROPER INSULATION BOARD is nailed on skeleton of 
latest hatchery building. It is three stories high, 48 by 200. 





DEALER NIXA and farm manager 
Nereson inspect prefabricated nest 
parts. 


their knowledge and the design 
services of their individual com- 
panies. And from this coopera- 
tion of many, their efforts di- 
rected and coordinated by Man- 


ager Nixa, came the definite 


plans for the first building, 
which was to be the forerunner 


of five other big structures, 


erected in a short three-year 
period. ; 
As an example of this co- 


operation, Thomas Houge, rep- 
resenting a manufacturer of 
laminated framing, drove Ur- 
ness to other hatcheries where 


Houge had helped introduce 
modern construction methods 
which hold down costs and at 


the same time provide efficient 
space. 


Other companies supplied in- 


formation to show how much 
insulation would be required for 
the cold Minnesota winters. 
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PROPER VENTILATION and ade- 
quate insulation mean healthy chicks. 


In the latest buildings, built 
to house chicks and pullets, L. 
Stepperud had his company de- 
sign a ventilating system based 
on sound scientific principles. 
Harlan Nereson, farm manager, 
gives this ventilating system 
full credit for the part it plays 
in raising healthy young chicks. 

By making full use of the 
services available through man- 
ufacturers and suppliers, Nixa 
has sold the amazing amount 
of materials shown in the ac- 
companying list. And at the 
same time, the customer Mr. 
Urness, has also profited by 
Nixa’s ability to supply sound 
building knowledge. 

Whereas it used to be the 
practice to raise pullets in range 
shelters scattered over a wide 
area—expensive to care for and 
feed through the summer—the 
new ventilating system makes it 
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THIS SEA OF ROOF FRAMING represents only a small 
part of the materials sold. 


practicable and efficient to keep 
the pullet flock inside through- 
out the year. At 40 below zero, 
temperatures vary less than one 
degree. On hot summer days 
the ventilating system keeps the 
rooms cool and comfortable. 

Remarkable as the size of the 
material lists on this sale may 
be, Manager Nixa must be given 
credit for knowing an oppor- 
tunity when he saw one. Instead 
of shrugging the job off as be- 
ing too big for a dealer to han- 
dle, Nixa got busy and supplied 
the kind of service that makes 
it worthwhile for a customer 
to buy. And by supplying that 
service, he made the sales. Many 
another dealer might take a leaf 
from Nixa’s selling book. 

Here’s a partial list of the 
materials Manager Nixa sold 
because he offered his customer 
service and product knowledge. 


Laminated roof arches.... 492 
25/32” Biltrite sheathing, 
i erie 50,000 ft. 
',” Graylite sheathing, 
MONE hs Seen bawest 50,000 ft. 
Asbestos hardboard, interior 
eo | 100,000 ft. 
Vapor Seal paper ........ 50,000 ft. 
9x12, 12 light windows ... 360 
2” dimension lumber ..... 145,000 ft. 
1” boards and shiplap .... 45,000 ft. 
CROONNE i bein ciSions Odes 4 10 Bbls. 
OER Oey pee ee 18 ae 2 tons 
Vermiculite insulation ... 2 carloads 
2” Fibreglas insulation... 2 carloads 
Ventilating equipment (two 
brooder houses) 
35 fans 
35 thermostats 
86 intakes 


10 revolving cupolas 
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DESIGNED FOR LOW-COST operation is this O’Malley-Smith Lumber Co. at 





Somerton, Ariz., a town of 1000 persons. Handy arrangements makes two-man 


operation possible. 








THIS PHOTO WAS TAKEN through outer door of sash 
and door room. Within store and sash room are key Cce- 
ment, lime, plaster, kitchen equipment, lath boards, glass, 
sash door and screen doors, and plumbing supplies. 


Design for Economical Operation 


Reduced operating cost is the keynote to this 
newly completed Southwestern store. 


When H. Marvin Smith, co- 
owner and general manager of 
O’Malley-Smith Lumber Co., 
Yuma, Ariz., added a branch 
yard and store in nearby agri- 
cultural town (population 
1000) of Somerton, Ariz., his 
over-all plan for the branch 
was (in 1949): 

“Although our’ small-town 
branch is a full and complete 
yard with an excellent hard- 
ware store, it is designed to be 
operated with a crew of two 
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men. Thus if government re- 
strictions or shortages reduce 
our volume, we can operate 
with half the present staff,” 
Mr. Smith said. 

Behind the 60 feet by 30 feet 
store which houses the firm’s 
hardware, paint and electric 
supply departments, is the 
firm’s sash door room, 30 feet 
by 30 feet. 

From this key room, one man 
can at the same time obtain 
these supplies for his customers 


INSIDE STORE PROPER, J. S. Sibley, branch manager, 
has complete hardware, paint and electric supplies, even 
to display of light fixtures he’s shown assembling here. 


W. H. 


“BILL” 
sales manager, 
leading from sash and door room to 
store. 


PRUITT, 
stands 


the firm’s 
in doorway 





and also have command of the 
store and the major section of 
the yard. This also serves as the 
shipping and receiving room. 
It also houses the store’s glass 
department and reserve paint 
stock. The shipping table does 
double duty as glass cutting 
bench! 

Directly behind the sash and 
door room is the department 
with stocks of wallboards, rock 
lath, rock wool, coolers and 
plumbing fixtures (sinks, bath- 
tubs) and cement lime plaster. 
Here, too, are stocks of kitchen 
cabinets, wall heaters, garbage 
cans. 

Across from the sash and 
door room, this side of the lum- 
ber yard proper, is a combina- 
tion saw shed and storage shed 
for finished lumber and mold- 
ings. Still handy, at the end of 


August 25, 1951, AMERICAN LUMBERMAN & 














a 


‘m’s 
way 
| to 


















































! i ASPHALT |GLAV. & CIcEMENT | ROLL |ROCKLATH ROCKWOOL 
MINUM S| LIME |ROOFING COOLERS —_ 3 
a : wie iene ROOFING § PASTER | em Eig 
ee SH FOR ere me Ut lh 
DRIVEWAY +0 e rn 
” 
ee 
= pospeepesr Fagg abo E 
! LUMBER: : | / | sie | a a 
LUMBER | ! ! PLYWOOD iy |>e = a 
! | . | ! Te | mies 2 a 
eee ae ee 
LUMBER: LUMBER! | — = 
| , | ! ! > S OFFICE 
Ta si PEE ERIE BME ee 
= onl 
DRIVEWAY \ z = a we 
. re ts | Oe oa 
\. PIES PUMONG>- = 3 Zz) 
=. pee ates eee “> a ae e 
1 \ \ l Zi 
WMBER'LUMBER' PUMICE BLOCKS FENCING BRICK | = §/33 
! 3 ao 8 g)s2 
= ! |PIPE CLAY PRODUCTS IE: oe : 

















YARD AND STORE LAYOUT ARE DESIGNED for mini- sales service if business conditions warrant. 
mum of labor. Two men can do work and offer adequate 


this shed, are stored major outside the outside-door of the Clay products and soil pipe and 
stocks of pipe for plumbing. sash and door room, the firm brick are just across the drive 
Against the store wall, just stocks its fencing materials. near the fence. 





You are invited to get acquainted with 


HAMPTONITE ’’CATIVO’’ FLUSH DOOR 





Specifications Cativo is a beautifully grained and textured Costa 
—5-ply one operation Rican Hardwood. Cativo hollow core flush doors look 
water resistant glu- . : - 
ing for extreme flat- quality — are quality — yet are moderate in price. 

ness ; 
—Leck block on both | Although Cativo is the most popular of Hamptonite 
sides hollow core interior flush doors, they are also avail- 
—Easy to finish, belt able in Gum, Paint Grade and Unselected Birch and 


sanded faces 


in limited quantities in African Mahogany, Oak and 
Walnut, to harmonize with any interior finishing re- 
quirements. 


—Light in weight, easy 
to install 


—Available in all 
standard sizes and 
13%, 134 thicknesses 


PLYWOODS-PLASTICS CORPORATION 


HAMPTON, SOUTH CAROLINA 


Write for the Hamptonite Folder. 








PTONITE 
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Hints for A Successful Business... 
by One Dealer Who Runs One* 


Henry J. Munnerlyn, Bennettsville, S. C. has 


some operational ideas that every dealer can read and 


profit by. 


Let’s take for granted that 
every merchant wants to be an 
outstanding dealer in his line 
of merchandise. To be an out- 
standing and successful build- 
ing materials dealer in your 
community: 

1. You must be a Good and 
Useful Citizen, Outstanding, 
Loyal and Dependable, always 
giving freely of your time to 
public activities and commu- 
nity welfare. 

2. You must maintain an up- 
to-date yard, well-painted 
buildings, an attractive office, 
and well-kept grounds. 

3. You should carry a com- 
plete stock of building material, 
and be able to advise your cus- 
tomers in the selection of the 
best commodities for their re- 
quirements. 

Your merchandise should be 
well displayed, attractively ar- 
ranged, and easy to see. 

I have never found it profit- 
able to sell off-brand, or no- 
name merchandise because it is 
a little cheaper in price. It is 
easier to sell good merchandise, 
for the quality is remembered 
long after the price is forgot- 
ten. 

4. Building material yards 
“down below the tracks” are a 
thing of the past. You want 
the people of your community 
to think of your yard as “The 
Building Material Headquar- 
ters for Your Community.” 

We think that it is well for 
you, and your salesmen, to visit 
large department stores and 
see how they are merchandis- 
ing today. Also, visit other 
building material companies in 
your territory. You will always 
see something they are doing 
better, or worse. You would 
certainly pick up some new 
ideas that will help you in your 
business. 


It is said that 80% of the 
*This article is an extract from a 
speech made by American Lumberman’'s 
Master Merchant Henry J. Munnerlyn 
before Louisiana dealers at their an- 
nual convention. 


sales of consumer goods are in- 
fluenced by women. You should 
show special interest in these 
customers and always be espe- 
cially anxious to have them 
come in to your place of busi- 
ness. The average woman wants 
to think that she is buying the 
newest —and the best—and 
from the most reliable com- 
pany in the world. 

The woman customer wants 
a lot for her money. Let her 
think she is getting it! 

5. Your delivery equipment 
must be kept in good condition 
in order to give prompt service. 
Keep your trucks clean, 
painted, and lettered with your 
firm name and slogan. Many 
of your customers never see 
your place of business, but they 
do see your trucks on the 
streets and highways. Your 
trucks are the connecting link 
between you and your cus- 
tomer. 


6. Your truck drivers, or de- 
liverymen, are your best con- 
tact men. They come in per- 
sonal contact with a number 
of customers, or users of your 
material, with whom you do 
not have daily contact. They 
should be courteous, polite, and 
anxious to please. They should 
be trained to report any acci- 
dents or complaints, however 
small, in order that prompt and 
satisfactory adjustments may 
be made. 

You may secure annual 
safety buttons for your truck 
drivers from your insurance 
company. We have found that 
most drivers are very proud 
when they can wear a button 
showing a number of years in 
which they have had no acci- 
dents. 


7. Your personnel, and sales- 
men, should be cheerful and 
patient, always suggesting the 
merchandise best suited for the 
customer’s needs and require- 
ments; show an eagerness to 
serve and to please—try to do 


a little more for the customer 
than they would naturally ex- 


pect. Your salesmen _ should 
know the merchandise they are 
selling, know how it is made, 
by whom and for what purpose, 
and never sell a customer an 
article unless they are sure 
that it will answer the cus- 
tomer’s requirements. 

Your salesman should be 
trained to always mention, and 
sell when possible, items that 
would naturally be needed with 
the material purchased. You 
should always sell locks and 
hinges with doors, brushes, 
sandpaper and probably putty 
with paint, nails with lumber, 
etc. 

Don’t let your salesmen re- 
vive that old “‘there’s-a-war-go- 
ing-on” cry. 

Don’t offer substitutes on a 
“vyou’re-lucky-to-get-anything” 
basis. Honest effort and sin- 
cerity will keep customers 
happy, and keep them on your 
active list. 

8. I believe that the most im- 
portant person in your organi- 
zation is the one who answers 
the telephone. The same per- 
son (when possible) should an- 
swer your telephone at all 
times, so that the customers 
will soon recognize the voice. 
He, too, should be pleasing and 
courteous, giving the company 
name first, and his name sec- 
ond; for instance, the Superior 
Building Material Company, 
John Best speaking. He should 
know your stock, your prices, 
time of delivery as near as pos- 
sible. 


ADVERTISING 


Let me give you a few inex- 
pensive, but the most effective 
forms of advertising that we 
have used— 


1. Birthday Cards and Let- 
ters — We have a file of the 
dates of birthdays and anniver- 
saries of a number of our cus- 
tomers and friends. A greeting 
card, or letter, whichever is the 
most suitable, is mailed on each 
birthday or anniversary. 


2. Newspaper Stickers—We 
have a newspaper boy deliver a 
number of copies of the daily 
newspaper to the local hospital 
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GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Il. 
Telephone RAndolph 6-0540 
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DARTFORD MOTOR COURT, 
Green Lake, Wisconsin. Archi- 
tects: Auler, Irion & Wertsch, 
Inc., Oshkosh, Wisconsin. 


NORTHERN 
HARD 


MAPLE 


brings all its beauty, character and endurance 
to large-scale housing projects, motels 

and residences, in y, y 
ly 


il f 
thr 
@ Demand for the lower 4 
MFMA grades of Northern 7, ty 
Hard Maple flooring is grow- 
ing fast. Second-and-Better, 
Second, Third-and-Better, 
and Third Grades are being specified more 
and more for projects where cost counts. This 
very motel unit pictured above created most 
favorable comment and great interest when 
pictured recently in architectural magazines. 
How about suggesting and recommending 
‘Thrifty Third’’ grade Northern Hard Maple 
for housing and similar projects in your area? 
Check with your MFMA manufacturer, and 
get set to meet this demand that’s growing 
every month. And how about writing for 
some of those MFMA leaflets on the economy 
grades, to enclose with your mail? Write: 
MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584 Pure Oil Building, 35 E. Wacker Drive 
CHICAGO 1, ILLINOIS 


FLOOR WITH WOME HARD MAPLE 


SEECH AWD BIRCH 


If 


the economy 
Grade 








each morning. On these papers 
they paste a sticker which 
reads: 





Good Morning 
Hope you had a good night’s rest 
and will soon be well again. 

This paper furnished courtesy of 
H. J. Munnerlyn, Inc: 
Everything in Building Material 
When you have finished this paper 
please pass it on to your neighbor. 





3. Large Envelope or Stuffer 
—We have a large envelope, or 
stuffer, about 12” x 15” 1im- 
printed on one side— 

Ideas for 
Mr. & Mrs. John Doe 
DREAM HOME 
H. J. Munnerlyn, Inc. 
Bennettsville, S. C. 
The Happiest Way to Live Is in a 
Home of Your Own. 


And on the reverse side of the 
envelope there is a list of a 
number of materials we carry 
in stock. 

In this envelope we put some 
pamphlets of kitchen cabinets, 
paint color cards, and miscel- 
laneous suggestions for model 
homes. Then, of course, they 
collect ideas from magazines, 
etc., to be woven into their 
plans for a home. 


4. Timely News —We have 
carried regularly for a number 
of years a column in our local 
newspaper that we call Timely 
News. In this we mention local 
news items, the names of per- 
sons building new homes, mak- 
ing repairs, or doing remodel- 
ing jobs, or maybe suggestions 
of work that might well be done 
at that time. 


5. Broadcast — On our local 
radio station we carry a_five- 
minute broadcast daily, giving 
the latest world news, a short 
commercial, and finishing with 
the daily cotton and weather 
report. This is at 12:30 mid- 
day and a typical script goes 
like this: 





Here are the high-lights of the 
news, brought to you Monday 
through Friday at this same time 
by H. J. Munnerlyn, your local 
building material dealer for over 
30 years. .. . Always depend on 
H. J. Munnerlyn whenever there’s 
building to be done... . His past 
service to home and commercial 
builders is your personal guaran- 
tee of complete satisfaction. And 


now, from the wires of the Asso-' 
ciated Press—Here is (The Day’s 
Commentator) with the’news.... 





After the news for the clos- 
ing: 





You have heard five minutes of 
the latest news from the wires of 
the associated press and the 
WBSC news room, brought to you 
each Monday through Friday at 
this same time by H. J. Munner- 
lyn, your local and dependable 
building material dealer. ... Al- 
ways look to H. J. Munnerlyn for 
better building supplies. ... 





And finishing with the cotton 
and weather report. 

Or, in the time allotted for 
the commercial we allow the 
local ladies organizations to 
make any announcements for 
their club meetings, etc. with- 
out charge. We have another 
short announcement at night. 


6. Job Signs—On all build- 
ing sites for which we furnish 
material we display signs in- 
dicating that we are furnishing 
a3 material for that particular 
job. 

7. Road Signs— Reflector 
signs are maintained on the 
highways entering our town. 

Regardless of the kind of ad- 
vertising you do, be frank in 
your statements and never let 
your advertisements be mis- 


- leading. The main thing is to 


keep your name before the pub- 
lic, so that when they think of 
building material they will 
think of you. 


CONTRACTING 


Inasmuch as there were no 
well-rated general contractors 
in our town we established a 
contracting department spe- 
cializing in home building and 
remodeling, also remodeling 
and building smaller commer- 
cial buildings. There are many 
prospective home owners who 
seem to be afraid to undertake 
building a home, afraid of a 
mortgage, or obligation, simply 
because they do not understand 
how they can enjoy home own- 
ership and security while pay- 
ing for their home. 

When a prospective customer 
comes in to us to discuss build- 
ing a home, one of the first 
things he asks is: “Is Now a 
Good Time to Build?” , 

We try to explain that in 


Building a Home of Your Own — 





—You are Building Security— 
the Only Real Security—Our 
answer would be Yes & No. 


Yes 


If you have faith 
in your govern- 
ment and your- 
self 


If you can be sat- 
isfied with what 
you can pay for 
If you can plan 
with one foot on 
the ground 

If you know a 
home of your own 
will make you 


No 


If you think the 
country is going 
to the dogs 

If you cannot 
build within your 
means 


If you can’t see 
beyond next pay 
day 

If you have no 
pride in Home 
Ownership 


happier and you 
are willing to 
sacrifice for it 


_ Nothing gives me more genu- 
ine pleasure than to help a 
young couple make plans for 
their home — plans for the 
building and for the financing, 

A well planned home of at- 
tractive design, well con- 
structed, will provide many 
years of happy ownership. Try 
to build for a life time with a 
minimum of maintenance. In 
helping plan the financing of 
the home, first determine how 
much your customer can rea- 
sonably afford to pay, the type 
of mortgage if terms are 
needed, and the method of pay- 
or best suited. Never over- 
sell. 


Associate yourself closely 
with the Building & Loan As- 
sociation, with the banks (you 
might even be a member of the 
board of directors), your state 
F.H.A. Director, and all lend- 
ing organizations serving your 
community. Keep in touch with 
the local real estate dealers, 
the city building inspector, in- 
Surance agents, and fire ad- 
justers bureau. 


In smaller towns where a 
part of the firemen are volun- 


teer workers we suggest that. 


one of your employes serve as 
a volunteer fireman. He then 
will be able to give you first 
hand information on fire losses 
that may need repairs. 


Then there is a type of sales 
we think of as Package Selling. 


Today many yards are doing ° 


light construction, or package 
selling. We find that this gets 
away from competitive pricing 
to some extent. Probably about 
75% of the roofing and siding 


- we sell is applied by our crew. 


This you might call turn key 
jobs. 
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pA PAINTING 
). . We do not have an all-time 
painting crew, but we choose 
a local painter we think best 
‘the suited for the particular job, 
ong get a price from him on the 
labor, estimate the material re- PA ny e L 4 
not quired, and trade for the com- 
your | plete job. 8 x a 
a Sanding and floor finishing [ fF - LE — c 
Bs are pofitable when handled in af i 
“= Ricection with your paint WwELVE COLORS 
7 work. 1 Tt available in. 12 pleasing Colors, 
me Weatherstripping and insu- Ro ome in solid colors, 4” x 4” si), 
lation go well together. They, - eet \ veline (horizontal lines on g” 
too, can be made profitable 1 eftect: “Leatherwood (a grained leathe, |_. 
with very little extra effort. 4 a +s available in 4 colors. 
HANDYMAN 
ae We have in our employ a 
for handyman for repairing locks, 
the replacing broken window glass, 
ng and various small jobs. While 
this may not be too profitable, 
at- we consider it an _ excellent 
yess good-will builder. 
el 
r 
n ; COMPLAINTS 
4 Regardless of how efficiently 
B: your business is operated, 
bes sooner or later you are going 
— to have complaints. The ques- 
ba tion is—How is the best way to 
. . handle the complaint to sell 
aa your company to the com- 
: plainer? 
iz First, hear his say. all the oe 
¥ wand ge — — Let 
we rupting him. He has had time 8 
Me to think up his complaint, and LARGE SHEET SIZE 
ot very likely the closer he has = | +++ UP to 12 ft. long, reduces hei nen 
q gotten to your office the hotter ie i... antes ; ede anaseean 
ee he got. Let him talk himself > premium for long lengths. | 
th out—then, if the customer is ; ere 
Me right, or there is any doubt in 
Bas your mind, or sometimes even 
rt if you know the customer is 
, wrong, it is better to agree with 
im. LL - 
a You might say—“Thank you 
n- for calling this matter to my Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
at attention. I’m sorry that it | =" ~ high-gloss, durable baked-on plastic finish in twelve colors. Available in 
as happened, we may be wrong.” | - sheet sizes 4 ft. wide, and from 4 ft. up 3 
Pn Thus you take the sting out of | | to 12 ft. long. Finished four ways: solid 4 - 
st their complaint, and sometimes ~ | _ colors, tile design (4” x 4”square), Leveline 
& make them almost wish they | — (horizontal lines on 8” centers) and in 
had not come to see you. ——| Leatherwood (a grained leather effect), ‘EATHER- tue EFFECT LEVELINE §[—— 
es Remember there is no price in four colors and in sheet size 4 ft. x 8 ft. Sine cain te ghein Gata 
g. tag on good will. It is the 
1g cheapest advertising you can oi 
ze gain for yourself of for your 
ts company. In settling the com- 
- plaint, if possible, do even a SUPERIOR WALL PRODUCTS CO. 
1 little more than he has asked. é A ; 
ge If he is a good customer don’t 4401 N. American St., Philadelphia 40, Pa. 
N. lose’ him. It’s easier to keep a 7 ” 
ry good customer than it is to get for more than a decade 
another. 
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LEE ECHARD typifies modern dealer 
who knows how to attract customer 
into his store. 


In small town and big 
city alike the modern 
building products mer- 
chant has become a pow- 
erful sales factor in his 
community. 





TODAY’S MODERN DISPLAY STORE has replaced the old time lumber yard. 





ian 


A bright, clean appearance and instructive displays are basic. 





NEATNESS, here practiced by yard man Arch Staley, is a must in a successful 
display store. This is one of many lessons dealers have learned. 


Today’s Dealer Looks to Main Street for Business 


Throughout America a vast, 
silent revolution has been mov- 
ing with amazing. rapidity 
through the retail building 
materials industry. The pur- 
veyor of building products for 
the home and the farm has 
lately developed a new attitude 
toward his business, an unac- 
customed pride in presenting 
his products and his store to his 
customers, and a renewed and 
invigorated sense of obligation 
to serve. 

The lumber dealer, as he is 
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pleased to be known, has for 
generations been a_ guiding 
force in every community, but 
today his acceptance of his re- 
sponsibility to serve is refresh- 
ed. He has come down off the 
high horse of conservatism. He 
has come out of his office mark- 
ed “private” and stands near 
the door to meet his customers 
and to compete on equal terms 
with other merchandisers of 
goods that are bought by the 
consumer’s dollar. 

In the small town as well as 


in the city this change has oc- 
curred. 

Waukon is a pretty little town 
tucked away in rural northwest 
Iowa. It is off the beaten track 
and it depends wholly on agri- 
culture for support. And here, 
as in many another town and 
city, the lumber yard today is 
one of the most modern busi- 
ness establishments on main 
street. Of equal importance, 
the manager things in terms 
of modern _ merchandising 
methods. 
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materials for sale within the store. 





MARION KEENAN, bookkeeper, can 
sell a barn job or tell a fir board from 
a hemlock board. 


There has been a lumber yard 
on the present site since 1877, 
and Waukon Lumber Company 
has been owned by the Midwest 
Lumber Company of Dubuque, 
Iowa, since 1925. Lee Echard 
has been in various phases of 
the lumber business in Wau- 
kon all his business life. He was 
appointed manager of Waukon 
Lumber Company in April of 
1950. 

The modernization of the 
store along up-to-minute con- 
sumer display ideas was com- 
pleted in May, 1951. An open 
house was employed to intro- 
duce the people of Waukon to 
this new idea in lumber yards. 


BuILpDING Propucts MERCHANDISER 


BIG SHOW WINDOWS make it easy for prospects to see 














GLASS BLOCK WINDOW in his office symbolizes Lee 


Echard’s up-to-the-minute attitude toward merchandising. 





GOOD MERCHANDISING PRACTICES are carried through from the store to 
the storage areas by progressive dealers today. 


Using ideas (many came 
from stories in American Lum- 
berman) to entertain and in- 
struct his guests, Echard’s open 
house drew an estimated 2,500 
adults and, judging from the 
number under foot, twice as 
many children. The town of 


Waukon boasts only 3,100 
people all together. 
Forty-one exhibitors from 


manufacturer - suppliers were 
on hand to help Echard and 
his staff explain the many new 
and improved products that are 
now available to build better 
homes and farm buildings. Two 
industry movies were shown 
throughout the day. Thirty-five 


prizes, including building mate- 
rials and cash, were given away. 
And during the day 4,000 
doughnuts and untold gallons 
of coffee were consumed. 

Lee Echard, like many an- 
other dealer is making his new 
store and its displays build 
additional sales for him. He 
is doing it because like most 
dealers, he has come to realize 
that people like to buy build- 
ing materials much like they 
buy other things. They like a 
nice store and instructive dis- 
plays. And most of all, they 
like sales people who offer ex- 
pert product knowledge and 
helpful service. 
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LARGE VARIETY of building and farm supplies. 


Service Is the Keynote 


Idaho dealer finds minimum 
stocks, speedy pickup and delivery serv- 
ice, and package selling add up to 


profits. 


Jerry Williams, owner and 
manager of the Williams Build- 
ers and Farm Supply Company, 
at Wendell, Idaho, is proof that 
it’s still possible to start on a 
shoe-string, and by good busi- 
ness and selling methods, de- 

velop a valuable property. 

What Williams did to achieve 
success in four short years is 
not particularly original, but 
his success does point the finger 
at the importance of sound 
methods. Briefly, Williams has 
combined a low investment, 
small inventory and fast turn- 
over, some good advertising 
ideas, and a big dose of cus- 
tomer service to snowball gross 
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Phone 2401 





Everything } New this Spring 


We can furnish the Paint—Inside and out for your Barn, Chicken House, Milk’ 
House, Garage or Home. 


It will add years to your building and make the appearance around the farm more pleasant. 


-- Fuller Quality Paints -- 
I IN 


Williams Builders & Farm Supply 


‘‘LARGE ENOUGH TO SERVE YOU 
SMALL ENOUGH TO KNOW YOU” 








Wendell 








SALES BUILDING ad.keyed to seasonal appeal. 


sales from $7,000 to $250,000 
annually in four years. 

The advertising and service 
brought the sales. The low in- 
ventory and fast turnover op- 
eration made it possible for 
Williams to carry out such 
rapid expansion with very lit- 
tle debt—no small feat in itself. 

Williams’ concept of service 
embraces two main parts. For 
one thing, his treatment of his 
customers and the public is 
expressed by his slogan: Large 
enough to serve you. Small 
enough to know you. 

Williams sticks close to this 
slogan. He goes all out to be 
friendly and helpful to every 


customer. He tries hard to de- 
liver exactly what the customer 
wants. 

Also in the line of service, 
and Williams rates this the fac- 
tor most important to his suc- 
cess, his company sells the com- 
plete building package: the 
house ready to live in; the gas 
station ready to pump gas; the 
farm building ready to house 
stock or machinery. 

Actually, Williams took the 
step when he found it took 
more capital than he had avail- 
able, to build the store business 
over a long period. When he 
offered the labor and materials 
combined in a package, the 


c 
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service was so attractive to the 
consumer that business flowed 
in rapidly and made expansion 
possible. 

Re-enforcing this package 
selling, Williams continued and 
improved the detail services 
that he offered every customer. 
To this he also added a news- 
paper and radio advertising 
campaign. An ad appears in 
every issue of the weekly paper, 
and time is taken on the radio 
on a program in conjunction 
with other local advertisers. 

Short inventories made it pos- 
sible for Williams to start in 
business in the first place and 
to stay in business over the first 
hard years. He found trucks 
and time were cheaper than ex- 
pensive inventory sitting on the 
shelves. He found it possible 
to pick up a great many items 
as needed—and still keep cus- 
tomers happy. In fact, custom- 
ers frequently felt they were 
getting preferred treatment 
and service this way. 

Williams Builders & Farm 
Supply Company in the past 
year has built and completed 
15 new homes at an average of 
$10,000 per home, built two 
service stations for Standard 
Oil at $28,000, enlarged capaci- 
ties at the Federal Fish Hatch- 
ery at Hagerman, Idaho at 
$25,000, supplied material for 
the Idaho Power Co. building 
at $8,500, and built a new 
building for the local news- 
paper plant and dry cleaning 
establishment at approximately 
$14,000. 

About 10 percent of gross 
sales comes from the sale of 
home appliances. Plumbing 
supplies and fixtures account 
for about 14 percent. 

Williams believes in having 
a good staff. Most of his men 
have been with him almost from 
the start. 

In appliances last year, the 
Williams store was one of two 
stores in Magic Valley (com- 
prised of seven counties) to top 
the quota set by one manufac- 
turer for the size and type of 
the area. In his paint depart- 
ment, Williams is one of the 
biggest dealers in Magic Valley 
from the sales standpoint. 

Williams bought his business 
January 1, 1947, and took over 
the management March 1 of the 
same year. Prior to that he 
was manager of the local Boise 
Payette Lumber Co. yard for 
five years. 
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ARE YOU GETTING 
YOUR SHARE? 


BE SURE BY STOCKING 


B.F.Goodrich 


Flooring Products 


There’s no question about this new do-it-yourself trend sweeping 
the country. And there’s no question either about satisfying these 
new customers while increasing your own sales with the quality 
line of B. F. Goodrich Flooring Products. This fast selling line 
includes Rubber Tile, Asphalt Tile, Arraflor (Vinyl Plastic 
Asbestos Tile), Rubber Cove Base, Rubber Stair Treads, Rubber 
Thresholds and cements, cleaners, and waxes ...a whole 
package of products made to provide better flooring for your 
‘ customers, new sales for you! 


CLIP 
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Please send descriptive illustrated literature on 
B. F. Goodrich Flooring Products. 


'| B. F. Goodrich Co., Flooring Division 
Dept. G25, Watertown, Mass. 


I 
| 
! 
! 
| 
| 
1 
| Name a 
l 
! 
1 
l 
1 
I 









Street. 
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Flooring Disision a we 


) You can depend on B. F. Goodrich Flooring Products 
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HAND TOOLS, small hardware items and major products 
@ic vul Wied tieey Cou YE SEL Akh LIS OW Usopiuy UU, 


Walls are pantled in knotty pine. 


PAINT is given major display space in wall shelves and 
floor islands. Note the built-in section of the floor counter, 


More Items on Display in Remodeled Texas Yard 


Larger sales area features many 
of the products carried by Texas dealer 
who is selling to third generation cus- 
tomers. 


With more floor space, the remodeled Rock- 
well Bros. & Co. yard in Plainview, Tex., offers 
the space to show a wider variety of items than 
before. The new office and display building is 
26x140. 

Constructed of materials sold by the firm, the 
new building features a wood shingle roof, 
knotty pine paneling with a portion of the office 
in hardwood panel board. The plaster board in 
one display room is painted with various colors 
sold by the store. 

Located in an agricultural area, the store does 
a big farm business and is selling products to 
the third generation. Some farm buildings are 





PEOPLE who make the Rockwell yard in Plainview click: 
left to right—Robert E. Horne, Mrs. Leora Davis, Dan Shel- 
ton, Joe H. Litsch, Clendon H. Thomas, Jeff McBeth and 


R. M. Smith. 


prefabbed in the yard. Prospects for new homes 
find they can get everything they need at Rock- 
well’s. The yard is under the management of 
R. M. Smith and R. E. Horne. 











in the service ~ 
of Lumbermen 


@ Specialists in protection 
for the lumber industry. ' 

@ professional safety engineers. 

@ more than 90 branch-claim offices 
coast to coast and in Canada. 


Substantial dividends have*been returned to 
policyholders since organization in 1912. ' 


Lumbermens nics aun 


Operating in New York state 
Lumbermen’s Mutual Casualty ase of Iilinois 
James $. Kemper, chairman « H. G. Kemper, president 
Chicago 40 
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ASK YOUR WHOLESALER FOR OUR LUMBER 


1" KILN DRIED 
6478 Ge) | 
PINE 
Flooriag,. 
Boards, Sidiag. 

Etc. 





W.M. McGowin Lumber Co. 


PINE APPLE, ALABAMA 
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Restrictions on the use of metal 
give you the solid, hard-hitting advan- 
tage you want to firmly entrench yourself in the top 
position as the No. 1 source for combination windows 
in your community. And it’s particularly easy to do 
when you can offer your trade Phenix All-Season win- 
dows — the inside insert change window that costs no 
more than standard screen and storm sash. 








No window is better qualified to sell the current 
small home market. It meets contractor requirements 
for easy installation, easy operation. It has what young 
home buyers are looking for ... an insert-type window 
that provides every convenience feature and holds 
down the high cost of building. 

Tens of thousands of these time-tested, time-proved 
Phenix windows have been installed all over the cold 
weather belt; and every one sold, not by high pressure 
canvassing organizations, but by alert legitimate build- 
ing supply dealers. You are invited to write for 
full information. 


PHENIX MANUFACTURING CO. Inc. 


4129 North Port Washington Rd © Milwaukee 12, Wis 
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MORE 


(GLAZING) 


WORRIES 









& He Switched 


to ARM-GLAZE 


Biggest sash mills in the country have licked their 


“putty problems,” and they SAVE MONEY by using 
Arm-Glaze, the E-L-A-S-T-I-C Glazing Compound. 
It is perfectly smooth — can be applied fast. 


It sets immediately. You can ship AT ONCE without 


risk of complaints and costly reconditioning. 


It gives you a BETTER finished product which is 





preferred by dealers everywhere. 


It stays E-L-A-S-T-I-C; won’t crack or crumble; pro- 





vides lasting protection for the user. 


Try this vastly superior product! Act today on our 


FREE Trial Offer! E 


SAMPLE 


Test Arm-Glaze at our 
Give it the 





TYPICAL USERS OF Arm-Glaze \ 
Rockwell Mfg. Co... . 3!/2 years 
Chicago & Riverdale . .10 years 
Bosman & Casson .... 7 years 
E. A. Nord Co. .....3 years 
Pacific Mutual Door .. . 9 years 
Spokane Sash & Door .. 7 years 
Whittier Lumber .. . . . 5 years 
Owens-Parks Lumber . . . 4 years 
Norwood Sash & Door . . 4 years 


expense. 
**works.’" See for your- 
self why so many mills 
now use Arm-Glaze ex- 
clusively. Write our 
nearest office for liberal- 


sized FREE sample. 





COMPANY 


4065 So. LaSalle St. 241 S. Post Ave. 2411 Swiss Ave. 





Detroit Dallas 


Talo Mm Si dalaalolal- Mam &Lini-laall> 


Chicago 
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NOT A FANCY STORE, but one which lives up to its 


name, “Everything for the Home.” 





MANAGER WALTER McCAMPBELL finds the farmer 








needs appliances for his newly-electrified home. 


The Farmer and His Wife Like This Store 


How Walter McCampbell and his wife have made their store a head- 


' quarters for farm supplies. 


The good people of Platts- 
burg (Mo.) (pop. 2,000) recent- 
ly opened their newspapers to 
find the Plattsburg Lumber & 
Hardware company was offer- 
ing free an attractive combina- 
tion bookkeeping ledger and 
memo pad, excellent for keep- 
ing farm records. 

Explained Walter McCamp- 
bell, manager: “Seventy-five 
percent of our business is with 
farmers. They, like everybody 
else, like to get something for 
nothing. We found giveaways 
highly effective in introducing 
our large stocks of merchan- 
dise to new farm customers.” 


Variety of Merchandise 


A complete one-stop farm 
shopping headquarters, the 
store is well-stocked with 
housewares, tools, appliances, 
paint and garden equipment. 

Because as in every home, it 
is often the woman of the farm 
family who decides where the 
shopping will be done, careful 
and methodical cultivation of 
the goodwill of the farm wives 
is a No. 1 objective. 

“It isn’t unusual for the hus- 
band to buy cattle troughs, 
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lumber for building repairs, 
and paint from us,’ Mr. Mc- 
Campbell said, “simply because 
his wife shops in our store for 
various household items. If she 
likes the treatment we give her, 
she recommends us to her hus- 
band. Also it is convenient for 
both of them to satisfy their 
needs from the same establish- 
ment.” 


Mrs. McCampbell Helps Sell 


Mrs. McCampbell, who as- 
sists her husband in the busi- 
ness, is an important figure. 

In the 16-foot paint hub, Mrs. 
McCampbell goes all out to 
help customers with color 
schemes and other problems 
even to the extent of going to 
homes and checking furnish- 
ings, etc., before making sug- 
gestions. 

“Paint sales to farm wives 
for interior refurbishing aren’t 
too impressive,” Mr. McCamp- 
bell stated, “but if we get her 
business we usually also get 
her husband’s big paint order 
for the complete job he does 
on all farm housing every five 
years. 

“Farmers are more improve- 


ment-conscious,” he added, 
“and keep their buildings in 
top shape. For this every five- 
year repaint job, the average 
farmer requires from 20 to 30 
gallons of paint plus accesso- 
ries, including linseed oil, tur- 
pentine, sandpaper and brushes. 
The total order rarely drops 
under $100, is usually much 
more.” 


Heavy and Light Appliances 

At the two-island housewares 
setup, a favored tarrying point 
with farmwives, the firm fea- 
tures an extensive collection of 
famous-name small appliances, 
pressure cookers and aluminum 
ware. 

Pressure cookers and cold 
pack canning articles are popu- 
lar with farm women who, in 
the face of zooming food costs, 
are canning at a faster tempo 
than ever. In selling this equip- 
ment, Mrs. McCampbell pro- 
vides counsel on proper can- 
ning technique, a service that 
is especially appreciated by 
newly - married farmwives. 
Housewares are good gift items, 
and she helps shoppers select 
suitable articles for presents, 
and gift-wraps them attrac- 
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PAINT AND HOUSEWARES are two important products 
which appeal to the farm women, according to Mrs. 
McCampbell, who helps customers with interior decorat- 
ing problems. 


tively at no extra charge. 

The average farmer in the 
Plattsburg trade area who has 
participated in the Rural Elec- 
trification program, spends 
from $1,200 to $1,500 on elec- 
trical equipment, including 
home appliances, wiring, pig 
and chicken brooders, heating 
and water systems. The sale of 
these “big ticket” items touches 
off the sale of an endless chain 
of smaller equipment such as 
bathroom fixtures, tile board, 
soap boxes, tile bars, etc. 

To obtain an opening wedge 
with the farmer whose home 
has been electrified, the con- 
cern has found that sales for- 
sy aimed at the farm wife pay 
off. 

Electrification Helps 

“When a farm home has been 
electrified,” Mr. McCampbell 
stated, “it is the woman who 
gets first call on chore-easing 
equipment. Her husband al- 
lows her to select a refrigera- 
tor (roomy enough for milk 
and cream storage), stove, and 
a minimum of two small appli- 
ances, usually a mixer and 
toaster. Then, if we can get 
her business, we can get her 
husband’s orders for brooders, 
and other equipment.” 

The farm wife today is more 
brand conscious than ever as 
a result of advertising in na- 
tional magazines, television and 
radio. Realizing this, McCamp- 
bell ties his business solidly 
with the national brands and 
overlooks no bet to route name 
prestige to his store. 
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McCampbell. 


Advertising Plans 


“Promotional tie-ups with 
national advertising and the 
use of manufacturer-supplied 
posters, etc., are invaluable in 
exploiting the farm dema.a 
for home appliances,” Mr. Mc- 
Campbell declared. “Typical is 
one kitchen manufacturers’ ‘key 
promotion,’ whereby we dis- 
tribute cards with keys at- 
tached advising recipients that 
if they will bring the key in 
and if it opens the padlock on 
a treasure chest, they will re- 
ceive a handsome prize. This 
come-on to get floor traffic has 
resulted in several complete 
kitchen sales.” 

Newspaper, direct mail and 
movies are part of the promo- 
tional program., The advertis- 
ing budget of $1,600 is aimed 
at the seasonal sales peaks: 
spring, garden seeds, tools and 


paints; fall: housing repair 
material and heating equip- 
ment. 


Buying Mood Follows Harvest 


“Immediately after the har- 
vest,” Mr. McCampbell ex- 
plained, “the people out on the 
RFD circuit start thinking 
about repair work on buildings 
and houses so we lay stress on 
roofing, insulation, storm sash, 
storm doors, paint and lumber. 
Spring is the signal to touch 
off a series of six or more ads 
featuring paints.” 

“We enclose manufacturers’ 
stuffers with all statements,” 
he said, “and send out post- 





THE FARMER BUYS HIS TOOLS from the same place 
where his wife buys her pots and pans, says Manager 


cards advertising special items. 
Every fall and spring, we stage 
our annual hardware sale. We 
send out 2,000 brightly-colored 
circulars featuring reduced 
prices on merchandise in every 
department.” 


Sells Hog and Cattle Troughs 


Portable hog and cattle 
troughs, designed and built in 
the firm’s own shop, attract a 
lot of traffic and have boosted 
cash register receipts here. Sell- 
ing for $125, the hog trough, 
which accommodates two sows, 
is a portable, all-weather, 


structure. 
“This is a big cattle feeding 
country,” Mr. McCampbell 


pointed out, “and our sturdy 
cattle trough has won us many 
friends. It measures 3x14 feet, 
incorporates three pieces of 
3x12 in the bottom; legs are 
4x6 feet. It is 30 to 36 inches 
in height. The trough is braced 
from each leg through the cen- 
ter with 2x4s; the middle is 
supported by a 2x6-foot under 
bottom of trough with iron 
hangers running through and 
under the trough. It is well 
bolted and has irons bent 
around each of the four cor- 
ners. Only extra dry material 
is utilized in the construction 
of this item.” 

Established in 1926, the 
Plattsburg company is a sub- 
sidiary operation of the Cowley 
Lumber & Hardware Company, 
with headquarters in Olatha, 
Kan. W. J. Cowley is president 
of the firm. 
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SAFETY SAVES! 





HITS COUNT AGAINST YOU 
. . avoid hitting sprinkler heads, pipes, elevator gates, 





walls, columns, fire doors and fellow-workers — in this leaque 
you're ‘thumbed out" of the ~ 
park for “hits.” co i 










USE CARE WHEN HIGH-TIERING 
... there are no profits 
in falling stocks. 








WATCH BLIND CORNERS — STOP AT INTERSECTIONS 
AND SOUND HORN 


. the other guy can't 
see around the corner either. 











Third in a series of cartoon drawings emphasizing safety, 
Courtesy Clark Equipment Co., Battle Creek, Mich. 





STAY WITHIN RATED CAPACITY 
...mever “take on" more than you 
can handle, 








BE SURE BRIDGE PLATES INTO TRUCKS OR FREIGHT CARS 
ARE SUFFICIENTLY WIDE, STRONG AND SECURE 

. . » basic, but it might 
save your neck, 





—_— 





Il 


| 




















(Q)- 





LIFT, LOWER AND CARRY LOADS WITH UPRIGHT 
VERTICAL OR TILTED BACK, NEVER FORWARD 


. « . One important reason why the 
tilt is there is to steady the 
load for safe travel. 





Sem =f >= 
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WATCHING KENNEDY 
poorsMO0VE! 
EE 


KENNEDY FAMOUS FINNISH 
BIRCH FLUSH DOORS 
ARE FAST-SELLERS 


e Superbly fashioned to prevent 
warping and rib marks! 


e Light . . . durable .. . bal- 
anced! 


e Easy to install! 
e Made with double lock blocks! 


e Fine facing takes beautiful fin- 
ish . . . either paint or stain! 


Architects prefer them because 
their beauty fits virtually every de- 
sign in modern building. 


Contractors prefer them because 
they're built to take a lot of punish- 
ment and still stay in shape. 


Home-owners love them for their 
smart appearance ... their ease of 
operation. 


Stock Kennedy doors today and 
watch them M-O-V-E |! ! 


Phone or write today for name of 
your nearest distributor. 


Phone Seattle SEneca 1880 
Teletype SE 550 
Cable Address FINNDOOR 


J. G. KENNEDY 
LUMBER CO. 


HENRY BLDG., SEATTLE 1, WASH. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 
Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—What product challenges 
you to try the jump test, and 
what happens if you do? 


2— Name the association 
which announces some lumber 
grading changes. What are the 
changes? 


3—What product is so rug- 
ged and tough that it will stand 
a big blow from the “northern 
woods”? 


4—What dealer sold carloads 
of materials on a single job by 
offering his customer design and 
engineering service? 


5—What prospects are thick 
as moths—and we don’t mean 
in your old coat. 


6—How does a dealer, who is 
described in this issue, bring 
the farmer and his wife into 
his store? 


7—What is it that women 
want, that carpenters can in- 
stall—and in four sizes yet? 


8—What new product will 
help you stay on base and sell 
more kitchen jobs? 


9—What tune can you sing 
about in case you’re tired of the 
blues? 


10 — What product featured 
in this issue rolls up profits for 
you—and it’ll roll up for your 
customers, too? 


Answers on page 68 


_ Singingthe | 
Hard Board blues? 









Change your tune | 
SNeZer 


EN e- 
‘ —_———— 
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WE CAN FILL 
YOUR ORDER WITH 
SUPER-QUALITY 
FINNISH LION BOARD 
NOW! 


Hardboard produced by world-famous 
Finnish craftsmen . . . ready for im- 
mediate delivery in all parts of the 
United States. 


Made of quality spruce and pine 
fibres, Finnish Lion Board is sellines 
and lighter in color than domestic 
hardboard. 


It's strong 
and durable 


and flexible! 


Specially manufactured to be highly 
resistant against moisture, warping 
and curling. Sold in '/e" thick sheets, 
sizes 4' x 6' to 4' x 12'. Order today! 


DISTRIBUTORSHIPS 
STILL AVAILABLE 


Phone — Seattle 
SEneca 1880 


Teletype — 
SE 550 


Cable Address— 
FINNDOOR 


J. G. KENNEDY 
LUMBER CO. 


HENRY BLDG., SEATTLE 1, WASH. 
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THE AMERICAN LUMBERMAN PLEDGE OF SERVICE 


(continued from page 33) 


tation for quality and service at reasonable to net profits and 1,001 other helpful de. 
prices; attract the patronage of house- tails! 


wives; and get the most from local, regional 


, wet b AON Continuity and improvement of these servi 
and national association activities. Ces 


is our permanent goal— AMERICAN LUM. 


9—To detail case histories and how-to-do-it BERMAN and BUILDING PRODUCTS MER. 


data in the area of Maintaining a Satisfac- CHANDISER. 

tory Volume and Profit in a Highly Compet- We solicit inquiries from dealers concerning any of 
itive Market including such projects as se- the above problems or on any matter in the area of 
curing a 10% net profit before taxes; meet- dealer management or selling on which you may need 
ing and beating intra-industry and _ inter- help. — : ‘ 
industry competition; coping with chiselers 4" "rvater confidence if he is a regular reader, ara 
and direct sellers who by-pass dealers; re- “ : , er 
ye one le peel cee as caias weal of the services, of AMERICAN LUMBERMAN. 
drastic emergencies; coping with obstacles = — = we a2ae Art Hood 








PONDEROSA PINE 


ma High Altitude, Soft Textured Growth 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 











hte 


SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 


sy, Ms 4 


ein! ‘px: k 
ap ST 


a i 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicago, \- 
Illinois; New York City, W. Y. 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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WHAT’S NEW 





Products... . Sales Aids... . Literature 


SEND FOR THESE: 


A unique new wood-faced fireproof 
door is described in a four-page bro- 
chure from the Kaylo Division. The 
Kaylo Firedoor has a fire rating for 
Class B and C openings from Under- 
writers’ Laboratories, official testing 
agency of the National Board of Fire 
Underwriters. The unique feature. of 
this door is its inorganic Kaylo core 
which does not burn, is rot and ver- 
min-proof and affords exceptional 
dimensional stability even in extremes 
of climate. The door offers the beauty 
of wood combined with fire protection 
previously found only in metal fire- 
doors, the company claims. For copy, 
write Kaylo Division, Dept. AL, 
Owens-Illinois Glass Company, Toledo 
1, Ohio. 


“To Our Partner—the Dealer” is 
the title of a 4-page printed letter de- 
tailing the 1951-2 advertising and pro- 
motion program for Kimsul. Home 
owner folders and stuffers, specifica- 
tions and information folder, techni- 
cal and “‘ how to install” folders are 
being made available to dealers, back- 
ing up the company’s newspaper and 
magazine advertising. Write Kim- 
berly-Clark Corporation, Dept. AL, 
Neenah, Wis. 


A catalog of free advertising mats 
is offered by Western Pine Associa- 
tion to help dealers in their local ad- 
vertising campaigns. All of the ads 
planned show photographs of actual 
installations. Mats may be used com- 
plete or scissored to utilize parts of 
each. Write Western Pine Associa- 
tion, Dept. AL, Yeon Bldg., Portland 
4, Ore. 


Two charts which illustrate graphi- 
eally the principles of proper frame 
construction are available from the 
Southern Pine Association. The charts 
measure 3’ x 4’, and when placed side 
by side require a wall space of 4’ x 6’ 
for display purposes. Eleven construc- 
tion details are shown in such man- 
ner that they can be understood by 
the average layman. Dealers who 
use these charts will find them very 
useful in educating the public to the 
importance of better construction. In 
addition to use at dealer conventions, 
the charts are suitable for architec- 
tural and drafting classes in schools; 
building and loan exhibits and home 
building expositions; and for use in 
dealer offices or window displays. 
Write Southern Pine Association, 
Dept. AL, P.O. Box 1170, New Orleans 
4, La. 


A 4-page full-color folder designed 
to be a color selector for customer 
use is offered by Olympic Stained 
Products. “New Color and Protection 
for Your Home with Olympic Stain” 
is the title, serving as an introduction 
to the 16 New Western Tones just 
developed by the company’s home 
planning staff and tested with home- 
owners, dealers and architects. These 
range from light Seafoam and Desert 
Gold to darker shades of Holly and 
Pilgrim Red. The company reports 
that with its new concept of pre- 
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serving wood in color, the stain soaks 
into the wood, gives color penetration, 
— any cracking or peeling, 
rings out-the true natural beauty 
of the wood and leaves a perfect sur- 
face for re-staining without scraping 
or burning. Olympic accompanies the 
folder with a fan of 16 color chips il- 
lustrating the new colors. Write for 
chips and folder to Olympic Stained 
Products Company, Dept. AL, 1118 
Leary Way, Seattle, Wash. 


A new series of dealer film an- 
nouncements for television and moving 
picture screens has been developed by 
Hotpoint, Inc. featuring all-electric 
kitchens and planned home laundries. 
One reel has 7 one-minute announce- 
ments and 7 30-second announcements 
on kitchens and laundries, as well as 
two range models and two refrigera- 
tors. The other reel has 7 one-minute 
announcements on water heaters, home 
laundry, automatic washer, dishwash- 
er, refrigerator, and complete kitchen. 
In addition to these 16 millimeter 
sound films, the same reels and sub- 
jects are available in color on 35 
millimeter film. The new sales aids 
are included in a program of promo- 
tion materials developed for aggres- 
sive selling in 1951. Write Hotpoint, 
Inc., Dept. AL, 5600 W. Taylor St., 
Chicago 44, IIl. 


Strand Garage Door Division, which 
has recently introduced two types of 
wider garage doors for extra clear- 
ance of new cars, announces a new 
folder giving installation instructions 
for Strand’s 9’ x 7’ Canopy-Type All- 
Steel Door. The folder tells in detail 
how to check the door opening and 
how to install hardware and door. It 
is liberally illustrated with photos and 
diagrams. Copies are available by 
writing Strand Garage Door Division, 
Detroit Steel Products Co., Dept. AL, 
2244 E. Grand Blvd., Detroit 11, Mich. 


The problem of bulging and unsvs- 
tematic files can be solved quickly 
with a Kardex installation. In an 
encyclopaedic booklet on filing facts, 
and the needs of large and small firms, 
management will find answers to spe- 
cific as well as general needs by read- 
ing the booklet on “Kardex Cabinet 
Equipment.” For free copy write 
Management Controls Division, Dept. 
AL, Remington Rand, Inc., 315 Fourth 
Ave., New York 10, N. Y. 


“Computing Stresses in Rigid Frame 
Buildings” is intended for the ex- 
perienced designer—it reduces math- 
ematics to a minimum of calculations. 
Contains simplified methods for com- 
puting stresses due to vertical and 
lateral loads in multi-storied build- 
ings, in which the girder-to-column 
connections are rigid or semi-rigid. 
Methods are graphically explained 
with numerous examples and _ illus- 
trations. Newly revised, condensed, 
simplified, and indexed for ready ref- 
erence. Pocket-size for handy access. 
For copy of the Lefax handbook con- 
taining over 2,000 listings, write 
Lefax Publishers, Dept. AL, Phila- 
delphia 7, Pa. 





New Corbin Cylindrical Locks 

P. & F. Corbin Division of The 
American Hardware Corporation 
has announced the addition of 
cylindrical-type locks to its exten- 
sive line of builders hardware. A 
distinctive feature of the new locks 
is their roll-back latch mechanism, 
adapted from Corbin Unit Locks. 
Other features include latch bolts 
with % inch throw, 100% reversi- 
bility, screwless roses and knob 
shanks, extruded brass 5 pin or 6 
pin tumbler cylinders, same-size 
cases for all functions, and auto- 
matic deadlocks. All of the locks 
in the new series, designated by 
the manufacturer as Corbin “800” 
Series Cylindrical Locks, are of 
heavy-duty construction. They are 
adjustable for doors of 13% to 2 
inches thick. Their installation re- 
quires the drilling of only two holes 
in the door and a shallow mortise 
for the face plate. The new Corbin 
Cylindrical Locks will be produced 
in 4 designs and in the 13 functions 
most frequently specified for school, 
hospital, apartment, office building, 
public building and large-residence 
construction. They can be fur- 
nished with Corbin Master-Ring 
Cylinders whenever a master-key 
system with unlimited key changes 
is needed. For literature write 
P. & F. Corbin Division, The Amer- 
ican Hardware Corporation, Dept. 
AL, New Britain, Conn. 





New Duplex Tile 


National Gypsum Company is 
now offering Duplex Tile, newest 
addition to the line of Gold Bond 
Insulation Board products, to deal- 
ers on a nation-wide basis. Ac- 
cording to Dean D. Crandall, Na- 
tional’s vice president in charge of 
sales, “The new Duplex Tile rounds 
out our line. We are now able to 
offer the most complete insulation 
board products line in our history 
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and one of the most complete in 
the building materials industry.” 
Incorporating the staple joint with 
Tiffany Surface common to its 
other insulation board products, 
National’s new self-aligning tile 
has the added advantage of rapid, 
labor saving erection while retain- 
ing the appearance of small tile. 
The 12” x 24” or 16” x 32” cross- 
scored tiles are factory-finished 
with an ivory paint which gives 
over 80% light reflection, the an- 
nouncement stated. Write for bro- 
chure to National Gypsum Com- 
pany, Dept. AL, Buffalo 2, N. Y. 


._ ee 





New Cabinet Base Units 


Three 12” base units have becn 
added to the I-XL Kitchen Cabinet 
unit line. No. X-TO12 is a handy 
towel drying base with rack draw- 
ing out from just under the drawer. 
X-TR12 provides tray storage— 
there are stalls for stacking serv- 
ing or buffet-type trays conveni- 
ently and compactly for immediate 
accessibility to the homemaker. 
X-ID12 is a cupboard base unit 
with wire shelf in the center of 
the opening to the cupboard space. 
These new additions expand the 
company’s versatile and adaptable 
cabinet line from 12” to 84” to 
meet the homemaker’s every need. 
Like other models, these units are 
made of selected, kiln-dried hard- 
woods, and hardwood plywood or 
Masonite’s Tempered Presdwood 
panels. Framed-in construction with 
large corner blocks and heavy glue 
blocks smoothly sanded and finished 
in high grade baked white enamel. 
Also available in Birch-Lure nat- 
ural varnish finish. The customer 
who is remodeling a new home can 
make a rough floor plan of her 
present kitchen, allowing necessary 
space for door openings and win- 
dows, along with refrigerator and 
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stove, then select the proper pattern 
of section units to fill in the re- 
maining space. Linoleum and plas- 
tic covered sink and counter tops 
are custom built to fit require- 
ments of each individual kitchen. 
For booklets, “Kitchens by I-XL,” 
“Kitchens with Personality” and 
“Birch-Lure” write I-XL Furniture 
Company, Inc., Dept. AL, Goshen, 
Ind. 





Roll-Up Aluminum Decor 

Orchard Brothers Inc., makers 
of Roll-Easy sliding doors, an- 
nounce the availability of the 
Alumaroll Kitchenette Door. It is 
composed of a series of aluminum 
slats beaded and hinged together 
to form a continuous, flexible metal 
curtain. Unit fastens to the top of 
the kitchenette opening, rides in 
wooden side rails which permit up 
and down operation. When raised 
to its full height, the entire unit 
forms a 6’’-diameter roll out of the 
way and out of sight. Made in 
widths ranging from 21% feet to 10 
feet, and for openings as high as 
10 feet or as low as 2. The alumi- 
num slats have a baked enamel fin- 
ish and are furnished in a variety 
of standard or special colors. Roll- 
Easy wood panel doors that slide 
in a box-and-channel steel frame, 
are also available for closet space. 
Write Orchard Brothers Inc., Dept. 
_ 63 Meadow Road, Rutherford, 





New Slide Film 

“In Your Hands,” the story of 
how to handle, apply, and paint 
redwood sidings and trim properly, 
is the title of a new slide film just 
released by the California Redwood 





Association. Produced by Gene K 
Walker Productions of San Fran. 
cisco, this 35 millimeter sonng 
slide film is in color. It is designed 
for use by retail lumber dealers 
contractors, and carpenters and 
painters on the job—in whose 
hands the final result rests. “Tp 
Your Hands” explains that req- 
wood siding should be stored under 
cover in the same manner as doors 
and window frames, and that care 
should be taken to avoid marring 
and to keep the siding dry. How 
to apply the prime coat, how to fit 
the corners, how to nail the various 
types of sidings, and how to apply 
sidings properly to keep out mois- 
ture are described and illustrated in 
the film. Redwood gutters and drip 
caps are also illustrated. Write 
California Redwood Association, 
Dept. AL, 405 Montgomery S&t., 
San Francisco 4, Calif. 





Indoor Incinerator 


Dealers handling home heating 
equipment will find profit possibili- 
ties in the indoor incinerator, the 
Majestic Company reports. Officials 
point out that the increasing num- 
ber of cities and villages with 
ordinances prohibiting the burning 
of rubbish and garbage in open 
outside burners, makes such a prod- 
uct a necessity in the modern home 
and gives the dealer a vital selling 
point when installing a new heat- 
ing system or inspecting already in- 
stalled equipment. The Majestic In- 
door Incinerator not only burns 
trash, waste paper and _ rubbish, 
but also gets rid of all wet and 
dry garbage. It is so constructed 
that downdraft keeps air circulat- 
ing through the refuse, acting as 
a drying agent and hastening burn- 
ing. The company suggests attach- 
ing the incinerator to the furnace 
flue in a location just below the 
smoke pipe of the furnace, as it 
does not impair the efficiency of the 
heating plant. Write The Majestic 
Company, Dept. AL, 303-C Erie St., 
Huntington, Ind. 
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CORALUX is the “Standard of Comparison’ 
in perlite Concrete and Plaster Aggregates. The 
Schundler Company process of annealing graded 
perlite ore gives CORALUX many added 
advantages: 


@ Greater crack resistance in plaster and con- 
crete. ®@ Superior insulation through sealed‘‘dead 
air cells’’. @ Spherical shape gives uniform ag- 
gregate distribution throughout mix. e Tempered 
cellular ‘‘pearls’’ eliminate ‘‘sponginess’’.@ Plas- 
ter and concrete cure faster with less water. 


CORALUX DOUBLES YOUR MARKET 


CORALUX doubles your market because it is 
specifically designed for both plaster and concrete. 
It cuts handling costs, stops waste, is extremely 
lightweight, anyone can handle. Fast turnover 
frees storage space. Rapid Schundler delivery, 
quality, price and service insure repeat business. 


YOUR SUPPLY 
FROM ONE SOURCE 


A single phone call or order to 
get all these Schundler prod- 
ucts. Lightweight Plaster and 
Concrete Aggregates—Mica 
Pellets—Acoustical Plaster— 
High Temp. Insulation—Insu- 
lating Cements—‘‘Fesco’’ 
Board—Acoustical Tile— 
Plastinail Box Car Flooring. 


Each honey-eombed 
*‘Pearl’’ is a maze of 
Anneal-strengthened 
beams and ties which 
absorb stress from all 
directions. 





Write for ‘Dealer Opportunities” 
in your locality. Address 





9 bags of CORALUX (3 
cu. ft. each) containing 
202% lbs. are the equiva- 
lent of a cubic yard of 
sand. 


PLASTER 
AND 
CONCRETE 


“ SCHUNDLER. CO. INC. 





JOLIET, ILLINOIS 
LONG ISLAND CITY, N.Y. 
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Look What Dixon Weather-Lok 
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Window Unit Gives You! 
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1. Tongue and groove air-lock. 


2. All metal weather stripping. All metal 
sash guide. 


3. Sash completely pre-fitted. Saves labor 
on job. 


4. Blind stop and sill tongued and grooved 
together. 


5. Heavy. durable, distinctively designed 
moulding. 


6. Moulding of proper dimensions so that 
units conform to modular sizes. 


7. Rabbeted check rail for superior weather 
lock. 


8. Built of sturdy Ponderosa Pine, preserva- 
tive treated if desired. 


Ask Your Jobber or Write 


Western Pine Mfg. Co.,Ltd. 


P. O. Box 2207, Spokane, Washington 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


JOHN H. MEARS, INC. 
Beltimere 30, Maryland 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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New Linseed Oil Package 


A new package for linseed oil 
designed to reduce the consump- 
tion of critical stocks of steel and 
tin has been announced by Spencer 
Kellogg & Sons, Inc. Made of 
amber glass, the container will be 
used for both the one quart and 
one pint sizes of the company’s 
pure raw and improved boiled lin- 
seed oils. The face and back labels, 
in an attractive combination of 
cobalt blue and white, are applied 
by a special screen process by 
which the printing becomes part 
of the glass, preventing damage to 
the label itself and making it 
easier for dealers to keep shelf 
stocks clean and appealing. Special 
studies on shipping cartons for the 
new package were made. The car- 
tons that were finally selected are 
sturdy corrugated boxes with 
double bottoms and full length 
dividers to hold 12 quart packages 
and 24 pint packages. Write Spen- 
cer Kellogg & Sons, Inc., Dept. AL, 
Buffalo 5, N. Y. 





Skil Chisel-Tooth Blade 


Skilsaw, Inc. announces the 


availability for most Skil models of ~ 


the Skil Chisel-Tooth blade, the 
first blade ever designed specific- 
ally for portable hand saw speeds 
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and operating conditions. Engi- 
neered specially for Skil portable 
saws, the new blade features the 
chisel-shaped tooth, a revolutionary 
design in saw blades. Rigid oper- 
ating tests prove that the new Skil 
Chisel-Tooth blade stays sharp up 
to 30% longer than regular com- 
bination blades, while its greater 
hook angle cuts much faster, pro- 
ducing chips rather than fine saw- 
dust. The fact that it has fewer 
teeth than the standard type of 
blade now in use makes for a re- 
duction of the load on the saw as 
well as minimizing vibration and 
side flutter. Each tooth has been 
given greater backing for extra 
strength. Demonstrations made 
with the Skil Chisel-Tooth blade in- 
dicate that it is easier to sharpen 
and requires no special sharpening 
equipment. Write Skilsaw, Inc., 
Dept. AL, 5033 Elston Ave., Chi- 
cago, 20, IIl. 











Anti-Rust Paint 


PCA-100, a new penetrating and 
sealing anti-rust paint which can 
be applied right over rusted sur- 
faces, is announced by the Paint 
Corporation of America. Suitable 
for both interior and exterior use, 
the new paint is reputed to be 
equally effective in preventing rust 
on new metal or stopping rust 
action on present rusted metal. 
The manufacturer advises that 
PCA-100 can be applied right over 
rust without extensive surface 
preparation such as wire brushing, 
scraping or sand blasting. Upon 
application, it penetrates through 
the rust layer into the base metal 
and seals the surface against fur- 
ther rusting. The paint is suitable 
for either brush or spray applica- 
tion. PCA-100 is furnished in black 
only and, due to its penetrating 
characteristics, should be used 
solely as a “finish” coat. A com- 
panion product, PCA-101, is a 
clear paint, equally effective for 
rust prevention, and can be painted 
over with any standard paint of 
any color. Write Paint Corporation 
of America, Dept. AL, Fidelity 
Building, Cleveland 14, Ohio. 











New Removable Window 


Low-cost installation is one of 
the features of the new Ace Seal- 
Rite Bullet Type removable wood 
window. Instead of having a screw 
and spring located at top and bot- 
tom of each individual sash track, 
the product’s floating-action jambs 
have a continuous one-piece bronze 
spring running from top to bottom 
in back of each sash track. It is 
reported that weatherstripping con- 
struction prevents air, dirt, dust 
or moisture leakage through back- 
side of removable window mech- 
anism. Sash may be removed easily 
from either left or right side of 
frame; constant pressure against 
both sides and full length of sash 
at all times makes windows rattle 
and whistle-proof. Positive lock 
prevents creepage. Write Ace Seal- 
Rite Sales and Window Manufac- 
turing Co., Inc., Dept. AL, 26015 
W. Warren, Garden City, Mich. 


H 


New Clamp-on Handle for Cans 

To solve a problem traceable to 
the scarcity of tinplate, Carl F. 
Sprague, packaging engineer for 
The Sherwin-Williams Co., has in- 
vented a clamp-on type of handle 
for paint cans of black plate. 
Sprague devised a snap-on tempered 
wire handle which hooks beneath 
the top rolled edge of the can and 
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WINDOMASTER | THE OLD FASHIONED ICE BOX |5 


THE HORSE AND BUGGY 








ALL GAVE WAY TO THE MARCH OF PROGRESS 


AND NOW! 


THE OLD FASHIONED WINDOW 
GIVES WAY TO 


“WINDOMASTER” 




















Ser (DOUBLE HUNG PRIME SASH AND FRAME) 
wood @ Sash removable from inside house for washing purposes 
screw @ Can be set for ventilation without draft and rain cannot enter room 
- bot- @ Slides like any ordinary sash 
rack, be _  @ Completely weatherstripped 
ambs The Monet cof the tide eet b © Metal frame which is built around sash fits into any standard double 
= Home Construction in past 100 years. hung wood frame, permitting exchanging old worn out sash 
m 
a PHONE OR WRITE 
duet COMPO-MIRACLE PRODUCTS COMPANY 
= Jordan 4-5944 15221 West Eleven Mile Road BERKLEY, MICHIGAN Lincoln 2-7656 
asily 
le of 
ainst Nee ‘ ’ 
sash on oe at . 
— | lee + Everything You NEED in 


= i) MURR...” WEST COAST UPLAND HEMLOCK 
* Seer. — —_«DOUGLAS FIR 





This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
2 tit. ‘ you. Everything you need in West Coast Upland 
4 | _- a Hemlock and old-growth Douglas Fir is here— 
; | 2 se waiting your order. 

Tell us what you need. You are especially in- 
vited to try our high quality 


ans ( KILN DRIED 





e to ' ~ —— WEST COAST UPLAND HEMLOCK 

pi i : We know Oregon-American lumber will please 

ri i you. 300,000 feet daily 

ndle 

ate. 

Sale OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
and 
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rests in the cover yroove. The 
handle is quickly attached, easily 
removed, and may be used repeat- 
edly if necessary. Because of the 
radical departure in design from 
the conventional handle, a patent 
application has been made. “The 
handle has been tested and found 
to function as satisfactorily as the 
conventional type,” Sprague said. 
“Five hundred were distributed 
through retail channels to deter- 
mine customer reaction. The re- 
sponse was very satisfactory.” 
Write The Sherwin-Williams Co., 
Dept. AL, Cleveland 1, Ohio. 








Steel Door with Lights 


Factory-installed weather-tight 
lights have been added to Berry 
steel garage doors. The manufac- 
turer claims to be the first to add 
this improvement to the product. 
Lights are snug fitted with rubber 
molding. Berry doors feature hori- 
zontal grooving, riveted as well as 
spotwelded stress points, improved 
type track which eliminates pin- 
point hanging. Springs are longer 
and stronger for easier operation. 
Ball bearing rollers provide smooth 
“Featherlite” opening and closing. 
When open, door is entirely inside 
garage out of. weather. There are 
double latches for extra security. 
Entire door is electronically zinc 
plated, then completely prime-coat 
painted at the factory for utmost 
resistance to time and weather. 
Write Aluminum Products Corpo- 
ration, Dept. AL, 359 S. Jessie St., 
Pontiac, Mich. 
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Texfloor Terano Tile 


Texfloor Terano tile, made by 
Sloane-Blabon, was introduced at 
the Chicago midyear market last 
June. The new 9” by 9” standard 
gauge tile, which features a “finger 
painting” effect, is produced in six 
colors including Pilot Blue, Beach- 
comber Gray, Herdsman Green, 
Buccaneer Red, Rancho Beige and 
Prairie Sand. Write Sloane-Blabon 
Corporation, Dept. AL, 295 Fifth 
Ave., New York 16, N. Y. 





All-Weather Awning 

Youngstown Industries, Inc., is 
now producing Shieldall, a new type 
of all-weather aluminum awning. 
Its leakproof construction, made 
possible by a special system of 
interlocking panels, is reported to 
completely block the entrance of 
rain, snow, sleet, etc., yet allow for 
the removal of heat through pro- 
tected outlets, called chimney vents. 
The unit is said to be so efficient 





that it actually draws heat out 
from the inside of the building to 
maintain temperatures 10 to £0 de. 
grees lower during hot weather. 
Shieldall all-weather permanent 
aluminum awnings are custom- 
made for special requirements or 
furnished in three standard sizes 
(42”, 52” and 56” widths) that 
give ample coverage for most win- 
dows and doors. Custom-made units 
can be supplied in almost any color 
or combination of colors. Write 
Youngstown Industries, Inc., Dept. 
AL, 710 S. State St., Girard, Ohio. 





New Merchandising Service 


To commemorate the company’s 
50th anniversary and the 10th year 
of its publications program, United 
States Gypsum announces a broader 
merchandising service for dealers 
in 1952. It will enable them to use 
the two 16-page USG publications 
(“Popular Home” for town and city 
markets, “The Business of Farm- 
ing” for rural readers) with a 
combined circulation of nearly 6 
million, with editorial and adver- 
tising tailored to sell their full line 
of products and build good will for 
their firms. The dealer’s name is 
imprinted on both front and back 
covers of the publications, which 
are circulated to a list of names, 
or the area he selects. A wider as- 
sortment of advertisements for 
dealers to choose from will be avail- 
able for the magazines; ad-selection 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 « PHONE 5-3317 + TELETYPE EG 049 
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catalog allows selection to promote 
any products or service or institu- 
tional theme desired. New tip-in 
insert for exclusive dealer use will 
be added. For information write 
Publications Division, Dept. AL, 
United States Gypsum Company, 
300 W. Adams St., Chicago 6, IIl. 





OAT Seas SN ES 


Yale & Towne Merchandiser 


Following successful field sales 
tests, Yale & Towne has launched 
a national nightlatch promotion 
campaign built around the need 
for additional lock security to pro- 
tect loved ones and property. Re- 
tail dealers are being provided with 
a new, permanent merchandiser for 
displaying six popular priced Yale 
auxiliary locks to give added se- 
curity to existing front and back 
door locksets. The colorful, eye- 
catching display board is designed 
to be installed on walls, counters or 
store windows. 

The marketing program support= 
ing this sales campaign includes 
national advertising in several 
trade magazines and consumer ad- 
vertising in the Saturday Evening 
Post, local tie-in newspaper adver- 
tising by retailers to whom ad- 
mats and point-of-sale aids are be- 
ing supplied, and direct mail. 
Write The Yale & Towne Manu- 
facturing Company, Inc., Dept. 
AL, Stamford, Conn. 


Two-in-One Wheel 


Masonite Corporation is distrib- 
uting 30,000 of its new combination 
Dial-It-Right and Nail-It- 
Right to lumber dealers, whole- 
salers, contractors and architects. 
Especially designed to provide a 
compact, handy guide for sellers 
and users of Masonite brand hard- 
boards, the two-in-one wheel is 
434” in diameter. It was designed 
by Bradley P. Williams, sales pro- 
motion manager, and produced by 
the Perrygraf Corp. The Dial-It- 
Right side, printed in yellow and 
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The most complete publication 
of its kind in the industry! 


CATALOG and MANUAL 


We'll gladly mail your FREE copy on request. 


PENN Meta CompaNy, INC. 


cy yr - <5 j le r 7 ¥ 
General 2ales Offices Z +5 okt 42nd Street Wew York 4, a a oe 











METAL LATH 


and Plastering Accessories 


Every Building Supply Dealer? 
Every Builder and Contractor 
should have a copy—and use if, 





District Sales Offices 
Boston . New York p Philadelphia Chicago _ *Detroit Indianapolis 
Seattle . Los Angeles San Francisco Dallas Parkersburg, W. Vo 
Factory. Parkersburg, W. Va 











QUALITY LUMBER 
for 63 Years 


Winton's Sustained Yield:Operation assures 
buyers today and in the fture of a contin- 
uous supply of Winton Quality Lumber 
products. 


Start today. Make Winton your source for 
quality, value and service. 


California Sugar Pine e ponderosa Pine e@ 
Douglas Fir e Red Cedar © Western White 
Spruce 


Mouldings and Cut-to-Length Window 
and Door Trim 






SALES CO. 4G 


: Foshay Tower,, Minneapolis 2, Minnesota 
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brown, instantly discloses the cor- 
rect type and thickness of hard- 
board for these common end uses: 
exterior signs, exterior walls, in- 
terior ceilings, interior walls, un- 
derlayment ‘wainscots, bench tops, 
case-backs, Case-ends, counter tops, 
doors, drawer bottoms and floors. 
The reverse side, in light green 
and brown, gives nailing instruc- 
tions for interior walls and ceil- 
ings, concrete forms, lap siding 
over sheathing, panel siding, finish 
flooring and underlayment. Eleven 
types of nails‘ are illustrated and 
keyed for identification in the die- 
cut windows. A center grommet 
serves as a pivot for the two mov- 
able sides of the wheel and a means 
of hanging the device on a nail in 
the dealer’s yaré, suspending it 
with cord in the galesroom, or bolt- 
ing it to a, standard hardboard 
sample pack. Write Masonite Cor- 
poration, Dept. AL, P. O. Box 777, 
Chicago 90, Ill. 








New Screwdriver Catalog 
The new 32-page screwdriver 


catalog-handbook of the Vaco 
Products Company presents a veri- 
table show window and reference 
encyclopedia, comprising a complete 


array of screwdrivers, nutdriver 
kits and other hand tools. Illus- 
trated in three colors, the Vaco 


catalog-handbook is 8%” x 11”, 
with a handsome cover made of 
heavy varnished stock to withstand 
hard usage. The binding edge has 
numerous perforations in several 
different sizes and shapes to per- 
mit fitting into any holder or port- 
folio. Particular attention is called 
to the handy screw chart and screw 
reference data on the inside front 
cover. This illustrates all types 
and sizes of screws for quick and 
ready reference. Write Vaco Prod- 
ucts Company, Dept. AL, 317 E. 
Ontario St., Chicago 11, II. 





"Treasury of Color" 


“Treasury of Color” 
12 by 14” book with hundreds of 
successfully executed color designs 
and directions for obtaining exact 
colors pictured, published by the 


is a new 


Martin-Senour Company. Full- 
color pictures of actual rooms de- 
signed by the nation’s top decora- 
tors are provided, as well as 
complete palettes for furniture, 
draperies, walls, floor coverings. 
Rooms shown were chosen by 
editors of such national readership 
publications as Better Homes & 
Gardens, House Beautiful, House 
& Garden, Woman’s Home Com- 
panion. For cost information, 
write Martin-Senour Company, 
Dept. AL, 2520 South Quarry St., 
Chicago 8, Ill. 





FLOORING? 


The Brand 
you want 
is 


TAK ‘FLOORING 


P. O. Box 1449 





LOOKING FOR QUALITY OAK 








CARPENTER OAK FLOORING Co. s 


906 North 40th Street 
BIRMINGHAM, ALABAMA 





Telephone 0147-8 | 
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Adjustable Lock 


The recently introduced National 
Lockset Series “410”, according to 
the manufacturer, is designed for 
fast, easy application to the door. 
It takes only seven simple opera- 
tions to install National Lockset. 
Sizes of drilled holes (standard 7%” 
for bolt mechanism and standard 
154” for lock mechanism) and 
standard 2%” backset have all been 
established as the ideal solution to 
varying door thicknesses and panel 
positions. Lock is instantly adjust- 
able to doors varying from 1%% to 
134” thickness. Escutcheon is 
“snapped on” and _ permanently 
held in position. Specially designed 
strike plate makes morticing faster 
and easier, has extra top and bot- 
tom clearance to assure positive en- 
gagement with latch. Series ‘410” 
Turnbutton Lock, Privacy Lock and 
Knob Latch are reversible, for use 
on both left and right hand doors. 
Write National Lock Company, 
Dept. AL, Rockford, Il. 


For Perimeter Heating 


Delta’s new Forced Warm Air 
Furnace of Counter-flow design, 
for perimeter heating, using the 
Delta Pressure Atomizing Oil 
Burner, has an output of 90,000 
BTU/hr. The new Model CF90 
features a three-piece, all-welded 
heat exchanger and a_ pre-cast 
combustion chamber. The 10 x 10” 
blower delivers 1,000 CFM at °%” 
static pressure. The Fibreglas air 
filter is located at the top of the 
furnace and provision has been 
made for attaching a return cold 
air duct at the top of the furnace. 
The CF90 measures 5’ 2” from top 
to bottom, is 20” wide, and 28” 
deep. It can be installed with ease 
in a small utility room. The large 
inspection door is completely sealed 
from the air stream and permits 
visual inspection of the flame while 
the furnace blower is in operation. 
The CF90 is factory assembled and 
shipped ready for immediate in- 
Stallation. Write Delta Heating 
ie aie Dept. AL, Trenton 8, 

ae i 
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SHOW THEM 
to 
SELL THEM 


DISPLAY YOUR DOORS in 


revolving rack like this ie 
We furnish plans — you 

build rack. Write for 

"Revolving Display Plans." 

YOU CAN GET your exact 

DOOR size every time at 

AETNA PLYWOOD—your 

dependable door supplier. 

Aetna's inventory includes Build this revolving door rack 
over 70 different sizes of from free AETNA plans. 

Flush House Doors and 60 

different sizes of Birch Cupboard Doors! 












































@ BIRCH — Interior or Exterior 13'', 134'' Ask about our light Balsa 
solid door! 


@®RED OAK — (8 sizes) Hollow Core, Interior 134" 


@ PHILIPPINE MAHOGANY (Ribbon Striped Lauan) Hollow and 
Solid Core 13%"" and 13%"' 


®@ FIR Paneled Doors — Interior and Exterior Grade A and B — 
panel and lights — 26 sizes 


® CUPBOARD DOORS — Birch: Flush type; 3%4'', G2S, over 50 sizes; 
lumber banded edge 4 sides 


Special size doors made to order by Aetna. Send your specifications. 


SEND FOR. LITERATURE AND PRICES ON AETNAPLY DOORS 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Telephone: ARmitage 6-7100 








NORTHERN 
WHITE PINE 


NORWAY 





RAINY LAKE LUMBER CO. Ltd. 


Setee Office: 


2020 Chicego Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Preducts ef J. A. Mathieu, Ltd., Reiny Leke, Ont. 
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ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


source. 
ad The Newport 
verall Height 24° 
Square 13" 





-2 The Mayfair 
verall Height 20° 
Square 1044" 
Ship. Wgt. 10 Ibs. 


-3 The Hampshire 
verall Height 17° 
Square 9* 
Ship. Wot. 8 Ibs. 


with any mak 
EVer-Vehc-1e3 : lantern 


POSTS 
ALP-], (Adjustable), 814 ~ 
feet, Base Dia. 5", Top 
Dia. 4", Ship. Wot. 17 Ibs. 
LP-2, (Adjustable), 81% 
eet, Base Dia. 4", Top 
Dia. 3", Ship. Wot. 11 Ibs. 
ALP-3, 8% feet, Base Dia. 
3", Top Dia. 3", Ship. 





Wot. 9 Ibs. 


| 


Send for a catalog and price list 


SumainsBridge 


NEW BRITAIN, CONN. 








Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
€ 


End-Matched PINE, OAK, - 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 


Members: 





MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 


























Ship. Wgt. 14 Ibs. oof Permanent 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are ‘set up” for 
service. With many long-established mill 
contacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 


YEON BLDG., PORTLAND, ORE. 








Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 
OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 3ist Year 














564 Market St. San Fedieteee 4, Cal. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse 
THD C. A. MAUK LBR. CO., TOLEDO, oO. 


Joseph A. Adair Lumber Co. 


520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 


PINE SPECIALISTS 
Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 


Duncan Lumber Co., Inc. 


818 Securities Bldg.. Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 
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NAMES IN THE NEWS 








Sloane-Blabon Takes the Spotlight in Atlantic City 


Colorful dis-- 
play of new floor 
and wall cover- 
ings produced by 
the Sloane - Bla- 
bon Corporation 
which is current- 
ly attracting the 
attention of 
thousands of 
boardwalk prome- 
naders in Atlantic 
City. Display in 
windows of Du 
Pont Exhibit 
features Koro- 
seal and Texfloor 
tile; Texfloor and 
Terano linoleum, 
and new “Tren- 
wall” wall cover- 
ing. Coordinated 
panels tell story 
of the part pig- 
ment colors play 





in smooth surface floor covering design, while center display (background) 
emphasizes that Neo-felt backing makes new wall covering more flexible and 


durable. 





Large Bruce Fall Ad Drive 


Harvey Creech, advertising man- 
ager of E. L. Bruce Co., announces 
that the fall schedule on household 
products advertising is the most ex- 
tensive in the company’s history. 
Bruce Floor Cleaner and Bruce Clean- 
ing Wax will be given equal emphasis 
in the campaign which is built on the 
theme: “No more scrubbing or mop- 
ping floors!” The Bruce Doozit, a 
long-handled device for use with 
Bruce cleaners and waxers, will be 
featured prominently. 

Lineage is scheduled in 86 news- 
papers in 73 metropolitan areas. As 
in previous campaigns, the newspaper 
schedule includes two-color ads in the 
supplements Parade and This Week, 
as well as 450 line black and white 
ads in selected cities where these sup- 
plements do not appear. Pages and 
half pages, all in two colors, are 
scheduled for McCall’s and Woman’s 
Home Companion. 

Bruce is participating in television 
shows in the following cities: Buffalo, 
Cleveland, Dallas, Detroit, Ft. Worth, 
Indianapolis, Los Angeles, San Fran- 
cisco, Seattle, Richmond and Syra- 
cuse. 


Gibson-Homans' Fall Campaign 


The Gibson-Homans Company, 
Cleveland, manufacturers of roof 
coatings, calking, auto undercoater 
and protective coatings in general, 
has rounded out an extensive fall 
advertising and dealer promotion 
campaign designed to make home- 
owners “calking conscious.” 

The entire campaign is being pre- 
pared and conducted by Gregory and 
House, Inc., Cleveland, making use 
of national consumer magazines, 
trade papers, newspapers, direct mail 
and radio in its advertising phase. 

A thorough promotion plan has 


been developed, complete with ad 
mats and point-of-sale merchandising 
displays. Sales manuals, kits and 
selling aids are now being distributed 
to wholesalers and dealers, followed 
up by the factory-trained Gibson-Ho- 
mans sales force which will give on- 
the-spot direction to the campaign in 
individual areas. 

In addition to calking products and 
accessories, the campaign will also 
promote roof coating for home and 
industrial use, and the full line of 
the company’s private label prod- 
ucts. 


New Vermiculite Fire Ratings 


Several important new fire ratings 
were recently issued by the National 
Bureau of Standards for vermiculite 
plaster column protection and solid 
partitions. The first is a 4-hour rating 
for steel columns protected with 114” 
of vermiculite plaster over two thick- 
nesses of %” plain gypsum lath, the 
lath wrapped with a layer of 1” 
hexagonal mesh poultry netting. This 
supplements a previous 4-hour rating 
issued for a 1%” thickness of ver- 
miculite plaster on metal lath. A 3- 
hour rating was issued for a 1” thick- 
ness of vermiculite plaster on two 
thicknesses of 4%” plain gypsum lath 
wrapped with poultry netting. A 2- 
hour rating was issued to 1” of 
vermiculite plaster on a single thick- 
ness of %” perforated gypsum lath 
with no netting. These three new 
ratings enable the architect to meet 
varying code requirements for differ- 
ent types of buildings with a material 
that simplifies construction, is easy 
to apply, and is very low in cost com- 
pared with other methods of fire- 
proofing steel. Detailed drawings of 
construction assemblies and full in- 
formation on the new ratings are 
available from Vermiculite Institute, 
208 South LaSalle St., Chicago 4 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 























EST 


STRAIGHT CARS 
MIXED CARS 


including Lumber, 
Plywood, Doors 


Prompt G Dependable 
Shipment Values 
m THE GRISWOLD LUMBER G0. 5 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 














CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 


AFFILIATED = Carlton Manufacturing Co. L. H. L. Lumber Corp. 
\ 15 Million Feet Annvel Cut 45 Million Feet Anavel Cut 
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Logged in 1936-1937 





HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


MENOMINEE INDIAN MILLS 


Air-dried 


DEFEND YOUR TRADE 


with 


Neopit, Wisconsin 


QUALITY LUMBER 


Kiln-dried 





For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 

Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 
Try Ozark Brand 
Oak Flooring 
You'll like it. 








THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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FOR SCREEN AND STORM DOORS 





GLAMOUR for DOORS 


GOLDEN PROFITS 
for YOU 


Sell your customers these profitable 
and attractive Scroll-Etts easily in- 
stalled on METAL or WOOD SCREEN 
DOORS or COMBINATIONS. Fin- 
ished in GLEAMING WHITE enamel 
or SEMI-POLISHED ALUMINUM ... 
packaged complete in sets with 
mounting screws ready for over-the- 
counter sales at retail prices from 
$6.50 to $15.00 per set. 


Write for trade discount and 
Bulletin No. X-552-AL 


Beaux Art Crafts 


2015 BROOKFIELD RD 








PITTSBURGH 16, PA 















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


| 
| 
| 
| 
| 
| 
| 
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WILL NOT SHRIN«| 








STICKS AND STAYS pir 
a) 


it WORKS BETTER. 
Let, 2 













Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





5) DONALD 























ear.” What’s more, Pe 
urham’s Rock- Ses Melacs 4 
Hard Water Putty lowa 





ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many ap materials may shrink 
fall out or c ip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Youngstown Kitchen Sales Winner 


Retail salesman Vic Kafka (center) of 
Kansas City wears a big smile—and no 
wonder! Winner of a recent Youngs- 
town Kitchens Jet-Tower dishwasher 
sales contest, he’s being presented the 
keys to a 1951 Cadillac coupe d’ville. 
Making the presentation (left) is C. 
D. Adlerman, Youngstown’s general 
manager of merchandising, as Sales 
Manager D. F. Rucks, Jr. looks on. 
Kafka, who sells kitchen equipment 
for the Youngstown Kitchens Store 
at 6512 Brookside Plaza, Kansas City, 


won the car for his suggestions on 
how to best sell a dishwasher. Five 
zone winners were awarded 1951 
Fords. They are Joseph Mazur, Mazur 
Brothers, Inc., White Plains, N. Y.; 
Angelo Grossi, Grossi Bros. Appli- 
ance Mart, Chicago; C. L. Sanderson, 
Lindsley Lumber Co., Miami, H. T. 
Larimer, Youngstown Kitchens Store, 
Oklahoma City, Okla. and Earl Hug- 
gins, L. M. Hamm, Alhambra, Calif. 
The winners were brought to the fac- 
tory at Warren, O. for the presenta- 
tion. 





Upson Salesmen Attend School 


Lasa E. Keeler, 
technical sales 
manager of The 
Upson Company, 
manufacturer of 
laminated wood 
fibre panels for 
walls and ceil- 
ings, discusses 
application meth- 
ods with a class 
of new salesmen 
who attended ses- 
sions of the sum- 
mer training 
school at the 
main offices ‘in 
Lockport, N. Y. 





Left to right are: (seated) George P. Garmany, South Atlantic division; David 
E. Jung, Atlantic division; Wallace D. Soderholm, Public Relations Department, 
Lockport; (standing) Fred L. Cannon Jr., South Atlantic division, and Henry 
A. Snyder, Chicago division. President W. Harrison Upson Jr.; Harry R. Shedd, 
vice-president and director of sales, and James J. Upson, administrative vice- 
president, addressed the class at a dinner meeting. 
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Build-It-Yourself Dream House. Using simplified plywood construction, a young 
Pertland, Ore., ex-Gl, Tom Riley, built beautiful, modern ranch house above as 
demonstration project for Popular Mechanics magazine. Riley says materials for 
home which has seven rooms and 1,400 sq. ft. of floor area cost only $7,450 at 
local retail lumber dealers’ prices. Plans and book of instructions are available 


from the magazine. 
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on over three million acres of forestland 

ve in the Coeur d’Alenes region of Idaho, 

51 to 1951, when many of the forests 

ur have become insurable fire risks. 

rs; Colonel Greeley has played a major 

li- role in the expansion of forest con- 

ni, servation and public knowledge about 

T. forestry through promoting treefarm- ~ Lyumite Screens in "Pace-Setter" House 

ig ing, Keep America Green, Trees for 

a America and other great industrial The covered terrace of the new employed. All of the nine fixed panels 

om and public forestry movements. model house just completed in April of Lumite screen are attached, top 

“A This reference book, well docu- by House Beautiful magazine in and bottom, to hardwood bars which 
mented with facts on every phase of Dobbs Ferry, N. Y., as its “Pace- are screwed into place at floor and 
forestry growth, is packed full of Setter House for 1951,” is screened ceiling. Sides are hemmed and grom- 
anecdotes. incidents and stecies of with Lumite saran screening. meted, like old-fashioned touring car 
Laemege fecenteve. ratders. ond ether Approximately 450 square feet of curtains, and snap onto inside of wood | 
loggers, To > 60-inch screening is used, in a dark columns. For complete protection 
interesting people with whom Colonel wee, ches weds ts ; ith okt t bb k 1 
Greeley has come in contact over the % : ve Saeeeeeeee We against insects, rubber gaskets sea 

the greenish-brown exterior of the the top and bottom of each section. 
years. , ’ house. This Lumite screening needs This installation permits unbroken 
Lumber industry leaders believe no protective paint and may be screen areas of up to 78” x 81”. The 
that Colonel Greeley’s magnificent washed or hosed. It can be left on entire set can be rolled up and stored 
story points the way to even greater all year ’round, if desired. on a shelf which measures only 30 
forestry development during the next To eliminate bulky, hard-to-store inches wide, 8 feet long and 1 foot 
50 years. frames, a novel installation has been high. 
+ VY ” . 
Power-Package” Unit 
SOUTHERN PINE for Roller and Belt Conveyors 
HARDWOOD FLOORING 

: SOUTHERN HARDWOODS 

y 

l, 


Forests and Men—50 Years of 
American Forestry Progress 


There will never be a timber famine 
in America. These words are given 
strength and meaning in a new book, 
“Forests and Men,” authored by Col- 
onel W. B. Greeley, former chief of the 
U. S. Forest Service and a forester 
who today exercises a great influence 
on private forestry policies. 

This book, recently released by 
Doubleday & Company, unfolds the 
50-year dramatic struggle for wise 
harvesting and management of Amer- 
ica’s forests—from 1910, the year of 
an epic forest fire which destroyed 








Urania’s Modern Facilities, 


Backed by Giant Tree Farm, 


Assure You SERVICE 


Urania's completely modern facilities. assure 


you well-manufactured lumber. 


Urania's 





, 
Se TNS Nae nn soa 





130,000 acres of timberland operated as a 
tree farm assure you a continuous supply 
source. 





The Standard 
HANDI-DRIVE 


His self-contained drive unit provides tractive power 
for ahy gravity conveyor—belt or roller. Converts pres- 
ent conveyors to live roller or belt — quickly at low cost. * 
HANDI-DRIVE Bulletin No. AL-81 gives complete 
information—how to apply to present conveyors or plan 
new system with standardized units—straight, curves, or 
inclines. Write for copy today. 


STANDARD CONVEYOR COMPANY, NORTH ST. PAUL 9, MINN. 


The quality of Urania lumber and flooring 
have won an enviable reputation among 
buyers over the past 50 years. 





For lumber and service that few concerns 
can match, call on Urania. 


Straight or mixed cars of Urania Southern 
Pine, Hardwood Flooring and Southern 
Hardwoods. 





SEND FOR 
HANDI-DRIVE 
BULLETIN. 
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DOOR & WALL 
PANELS 
CORNICES 
CHAIR RAILS 
CLOSET SHELVES 


MANTELS, etc. 
BENDIX | , 












mouldings & 
ornaments 
in 
traditional & modern designs 


A wide selection of embossed 
and deeply-carved wood 
mouldings available for im- 
mediate delivery. Write for 
illustrated catalog. 


BENDIX MFG. CO. 


192 Lexington Ave. 
New York 16, N. Y. 

















YOU BRUSH IT ON 
LIKE PAINT! 


CEDAR-LUX 


is not an imitation. It is ac- 
tually pulverized, aromatic 
cedar wood. It contains all 
the oils and has the delight- 
ful fragrance of real cedar 
lumber and retains fragrance 
and protective properties in- 
definitely. CEDAR-LUX is 
packaged in 5 and 10 Ib. 
cans and 50 Ib. drums. The 
user. simply adds water to 
desired consistency and ap- 
- plies to inside of closets with 
paint brush, spray or trowel. Can be ap- 
plied over wallpaper, paint, wall boards, 
plaster or any smooth surface. A 5 Ib. 
can will CEDAR-LUX the ordinary small 
closet and a 10 Ib. can will surface a 
large closet 


% EVERY HOME A PROSPECT 
% NATIONALLY ADVERTISED 
% FREE DEALER HELPS 
& BIG: PROFIT MARGIN 
Retail Prices’ 5 Ib. can $6.95 
10 Ib. can $12.95 
WRITE FOR LITERATURE G DISCOUNTS 


CEDAR-LUX prooucts co. 


DEPT.AL-1| 703 Main St., Kansas City, Mo. 
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Sponsors Construction Contest 


Brownsville, Texas Mayor premotes 
Fort Brown Memorial Center: 


Herbert L. Stokely, president of the 
Frontier Lumber Company of Browns- 
ville, Tex., and also the mayor of that 
historic city, has proved what can 
be achieved through civic-mindedness 
and enthusiasm. 

It was his belief that a memorial 
center should be erected to pay tri- 
bute to Major Jacob Brown, who com- 
manded the military fort set up by 
General Zachary Taylor to help es- 
tablish the annexation of Texas, and 
who died gallantly at the battle of 
Resaca de la Palma, fought on the 
outskirts of the present city in 1846. 

Through his efforts, a competition 
was organized to select an architect 
to design and supervise the construc- 
tion of Fort Brown Memorial Cen- 
ter. The city of Brownsville, acting 
through its elected city commission, 
decided on the sum of $800,000 for 
the design and construction, and ap- 
pointed Professor Ernest Langford, 
AIA, of Texas A. & M. College, to 
act as professional adviser. 

A jury of awards was constituted 
by three architects selected by Pro- 
fessor Langford and two _ public- 
spirited citizens appointed by the city 
commission. First prize was the 
awarded commission to design, pre- 
pare working drawings and specifica- 
tions for, and supervise the construc- 
tion of the new center. A _ second 
prize of $750 and an honorary prize 
of $250 were also offered. 

The jury made its selection from 
among the entries of 25 contestants 


H. L. Stokely 


{rom all over Texas. The design sub- 
mitted by Wiltshire and Fisher of 
Dalias was awarded first prize. Second 
prizé’ went to Richard Vrooman of 
Bryan, a faculty member at Texas 
A. & M. Page, Sutherland and Page 
of Austin won the first honorary 
award; and the jury, using the prerog- 
ative set forth in the rules of the 
compet¢ion, awarded four other hon- 
orable mentions of $250 each. 

Herbert M. Tatum, Dallas architect 
and jury chairman, stated that the 
winning design “seemed reminiscent 
of the sound, solid masses of early 
Brownsville buildings.” The center 
will include an auditorium, library, 
town kall, youth and women’s centers, 
swimming pool, administration and 
other facilities. Construction costs 
will be financed by the sale of $800,000 
worth of bonds which Brownsville has 
set aside for the purpose. 





The 
Kirby 


Story 











Kirby Lumber Corporation 
Celebrates 50th Year 


“The Kirby Story” describes the his- 
tory and successful management of 
the Kirby Lumber Corporation during 
its 50 years of operation. 


July 5 marked the fiftieth anni- 
versary of the founding of the Kirby 
Lumber Corporation in Houston, Tex. 
Over this period of time the firm has 
continuously operated a large number 
of sawmills, and has manufactured 
tremendous quantities of lumber. 

In 1901, its founder, John Henry 
Kirby, made the startling announce- 
ment that he would grow a continual 
crop of trees on a million-acre tree 
farm with the assistance of the 
Bureau of Forestry. Mr. Kirby began 
his career as a lawyer, and because 
most of his cases had to do with 
timber, he became fascinated by the 
industry. Until his death in 1940, he 
took great pride in recalling this early 
plan to grow trees for the lumber 
users of the future. 

Kirby mills are now cutting an 
average of a hundred million feet of 
timber per year, and their lands are 
growing trees at a rate that can easily 
meet this demand. Currently there 
are five mills in the Kirby group lo- 
cated in Honey Island, Silsbee, Bess- 
may, and Voth, Tex., each producing 
yellow pine. The mill at Call, Tex., 
nroduces hardwoods including oak 
flooring. 

Top men in today’s Kirby manage- 
ment are President R. D. Lutton, Ex- 
ecutive Vice-president Harry M. Sea- 


man, and Vice-president J. K. Herndon. 
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The Job at Hand... 


Lumber To Back Up Our’'Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 









THERE iS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 

DRYING 


The Ralph L. 


PAITH 


Lumber Company 














Mills: Anderson and Canby, California 
Sales Office: Anderson, California 


SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR"PLYWOOD 
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Made Soundly to Sell Soundly 
The name, “Soundbilt”, is your assurance of quality and 
satisfaction in buying Exterior or Interior Douglas Fir 
Plywood. 

“Soundbilt” is truly SOUNDLY-BUILT Plywood — made 


from selected old-growth peeler logs, in a plant laid out 
for efficient, economical production. 


Modern equipment, skilled workers and close supervision 
assure you the best of manufacture. Available in all 
standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 









Reduce Delivery Costs 
and Speed up Deliveries 
with 









TRUCK BODY 





SINCE 1918 





Unload a Load 
at a time <n 
Two 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog and. Prices 


The R=B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 



































,) PECAN 
ASH 


Hardwoo 
Flooring 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Ine. 


Manufacturers of 
Hardwood & Yeilow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 2376! 
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Answers to 
“What's Your Answer?" 


Stop! Read questions on page 51 


1—Bridgeport Fabrics 
Weatherseal. To see what hap- 
pens turn to page 23. 


2—California Redwood Asso- 


lumber to chase the blues away. 
See page 51 to learn how. 

10—The product that rolls up 
is Orchard Bros. sliding door, 
made in Rutherford, N. J. See 
page 54 for details. 


Wooster Brush Entertains 





career to the hardware business. His 
experience includes posts with Glen- 
dale Hardware Company, Hammond 
Lumber Company for 13 years, Cali- 
fornia Hardware Company for 16 
years, 9 of which he served as man- 
ager of the builders’ hardware de- 
partment; and Peabody Distributing 
Company. In his new post he will be 
in charge of shelf hardware, as wel] 
as a complete builders’ hardware line. 


ciation. For details turn to As a part of its 100th Anniversary He will be assisted by Elmer Jurgen- 
page 9. activities, The Wooster (Ohio) Brush sen, buyer of builders’ hardware; 
3—Bildrite Sheathing is the Company recently entertained 135 Robert’ Anderson, buyer of shelf 


product that’s tough. The story 
is found on page 74. 


4—Fullerton Lumber Com- 
pany sold carloads of material 
on one job. To see how, read 
page 34. 


5—Your prospects will be 
thick as moths if you stock Lawrence B. 
Cedar-Lux products. See page Stuart has been 
66 appointed man- 

: ager of the 
housewares and 
general hardware 
department of 
American Fac- 
tors, Limited, of 
Honolulu as a 
main step in the 
company’s pro- 
gram of winning 


6—The dealer brings in the 
farmer and his wife by means 
you'll want to know about. 
Read page 48. 

7—The answer, sir, is West- 
inghouse Micarta panels. See 
page 24. 

8—I-XL Kitchen cabinet 
units will make profits for you. 
Read about them on page 54. 


9—Sing a song about good 


Maine, 


members and guests of the Cleveland 
Paint, Varnish and Lacquer Associa- 
tion with an all-day golf outing at 
the Wooster Country Club. 

The 18-hole golf tourney was fol- 
lowed by a buffet dinner 
awarding of golf prizes. 


COMPANIES ANNOUNCE _ 


dominant position in the lumber and 
building materials field in Hawaii. Be- 
tween 1920 and this year, Mr. Stuart 
lived in the Los Angeles area, coming 
there from his boyhood home in 
and has devoted his entire 


hardware; Gavin Pemberton, build- 
ers’ hardware sales engineer; and 
Wilfrid Wong, builders’ hardware in- 
side salesman. 


and the L. Charles Underwood was recently 
appointed to the post of manager of 
advertising and sales promotion for 
the Philip Carey Mfg. Company, Cin- 
cinnati, Ohio. Mr. Underwood joined 
Carey in 1947, having been in agency 
and industrial advertising work with 
several Cincinnati firms prior to that 
time. He was named assistant ad- 
vertising manager in January 1951 
after two years in Carey’s Cincinnati, 
Cleveland and Detroit sales districts. 





George Merrill, general sales man- 
ager of The Stanley Works, New 
Britain, Conn., attended the opening 
meeting June 23 of the Builders Hard- 
ware Industry Advisory Committee 
with the staff members of Director 
Michael V. Di Salle, Office of Price 
Stabilization, Washington, D. C. Mr. 
Merrill was invited to become a mem- 
ber of this committee by the Office 
of Price Stabilization on June 15. A 
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OAK 
FLOORING 


and you'll see! 














TWX EG-058 Phones: 5-2379—5-5141 


SCHAECHER-KUX LUMBER CO. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


Me he he 


Specializing in 


CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 
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TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 
















\ “in the Heart of | 





An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 
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= | | Rely on a COMPLETE (HOLDS almost like magic 
m ATTIC VENTILATOR LINE 
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le- 

ng 

be —_ , 

el] Different home building operations call WN 

1e, for different types of ventilation, so why 

n- should a dealer tie himself to a single ~\ 
e; type. The Donley Line gives you six types, 

lf all strongly fabricated and screened 


(d- against insects, all easily installed. 

nd | 1—The Tri-Vent, least conspicuous, draws 

n- warm air from top of attic space. Four 
shapes fit many roof pitches. 


2—The staple, quick selling, rectangular ven- . 
ly tilator. Economical and easy to apply. See for Yourself. 


of 3—Quarter round ventilators, furnished in Make the Hammer ay 
or pairs to be installed where chimney div- Test ; ~ 4 
2 ides gable end. — ' 
ed 4—Haif round ventilator, imparts distinction . 
to colonial type of home. ba 
y 5—Horizontal rectangular ventilator. Often +d : 
at employed under eaves, where floor ar- rive crew al S 


(um 
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rangement permits. Used for angle spaces g Sf 
i. back of partitions. For ® 
D1 6—Roof ventilator, for sloping surfaces, baf- Flooring — Pallets ; 
ti, fled to exclude wind swept rain or snow. A iv Et = i 
Ss. 5 asonry — Cc. f 
“ The Donley Brothers Co. Hardened or Regular Steel—All Sizes 
“<i 13928 Miles Avenue Cleveland 5, Ohio e Drives Like Any Ordinary Nail a | 
1g @ Turns and Holds Like a Screw Ey 
d- 2 Write — Free — Samples e 
si and Price List 
or ’ ; 
ce 
ir. ' NAIL & WIRE FABRICATORS, INC. 
n- 
ce 1311 Nostrand Ave., Brooklyn 26, N. Y. 
A 











THE ECONOMICAL 
ANSWER TO BUILDERS’ 
WINDOW PROBLEMS 


Screen Sales are 


\ iit ! / 


Gn with | pal 


Pd 
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Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 






VA 





With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 











SARAN SCREEN CLOTM 


! Nationally advertised 
gTPROOF: Lumite—the ideal screen 
oa RU ! cloth for every exterior use 
rAINPROOF: —is distributed through 

$ 


hardware, woodwork and 





*Registered Trade-mark 







! building supply wholesalers. 
puRABLE: Order now! Write for FREE 
sample and information. 


LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N. Y. 
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prominent member of the hardware 
world for many years, Mr. Merrill is 
a past president of the American So- 
ciety of Architectural Hardware Con- 
sultants and at present is serving on 
the executive committee. 


OBITUARIES 


ROBERT G. WALLACE, SR., 61, 
former executive vice-president and 
director of Masonite Corporation, 
died August 8 at Snug Harbor Lodge 
which he owned and operated at Car- 
mel-By-The-Sea, Calif. Mr. Wallace 
joined Masonite Corporation in 1926 
as general sales manager, resigning 
in December, 1945, to become vice- 
president of Service Industries of Cal- 
ifornia, San Francisco. Born in Chi- 
cago, he was educated in the public 
schools here and Winona Academy, 
Winona, Ind. Previous business af- 
filiations included the F. W. Dodge 
Corporation and the National Fire- 
proofing Co., Pittsburgh, of which he 
was vice-president and sales manager 
immediately prior to joining Mason- 
ite. 


NORMAN LEROY CARY, 58, long- 
time promotion manager of the West- 
ern Pine Association in Portland un- 
til his retirement in 1947, died in 
Portland July 20. Mr. Cary gradu- 
ated from the University of Michigan 
with a bachelor of science degree and 
subsequently earned his master’s de- 
gree in forestry there. He worked for 
the U. S. Forest Service in Portland 
from 1916 to 1920, except for a one- 
year period of army service in 1918- 
19, and for the U. S. Bureau of Plant 


Industry from 1920 to 1922 when he 
joined the Western Pine Manufactur- 
ers Association, predecessor to the 
present group. During his quarter- 
century as promotion director, the 
pine organization became one of the 
first lumber trade associations to con- 
duct a national advertising program. 
Mr. Cary also supervised production 
of three industry motion pictures 
which were pioneering efforts in the 
lumber industry. 


WILLIAM C. JOHNSON, executive 
vice-president of Allis-Chalmers Man- 
ufacturing Company, died suddenly 
July 26 at the age of 49. He was a 
member of the firm’s board of di- 
rectors and also a member of the 
executive committee of the board. In 
addition, Mr. Johnson served as chair- 
man of the board of Canadian Allis- 
Chalmers (1951) Ltd. Born in Bir- 
mingham, Ala., he began his career 
in the electrical industry in 1920 as 
an apprentice for the Alabama Pow- 
er Company. It was there that he 
first became acquainted with the elec- 
trical products produced by Allis- 
Chalmers, being particularly im- 
pressed by one of the firm’s hydro- 
electric installations. In 1924 he 
started at Allis-Chalmers as a ma- 
chinist helper. During the next five 
years he worked with the company’s 
field service and erection department. 
In 1929 he was named representa- 
tive of the firm’s crushing and cement 
division in the Atlanta, Ga. district, 
which covered seven southeastern 
states. Six years later he became the 
company’s general sales representa- 
tive at Chattanooga, Tenn. In 1940, 





he returned to Milwaukee and was 
named sales manager of the firm’s 
crushing and cement department. Two 
years later he was made genera] 
sales manager of general machinery 
products. In this post he replaced 
the late Walter Geist, who had been 
elevated to the presidency of the 
company. 

In 1944, Mr. Johnson was made 
vice-president of the general ma. 
chinery division where he served unti] 
his appointment as executive vice. 
president in charge of that division 
in June, 1947. He was named a mem- 
ber of the board of directors in Jan- 
uary, 1948, and in March of the same 
year was appointed a member of the 
executive committee. Following the 
death of president Walter Geist, Mr. 
Johnson was appointed executive vice- 
president in charge of both general 
machinery and tractor divisions in 
February, 1951. 


JOHN B. FITZGERALD, widely 
known publicist and labor relations 
worker for the lumber industry, died 
of a heart attack June 27 at Berkeley, 
Calif., where he conducted his own 
public relations business. Mr. Fitz- 
gerald went to Seattle in 1917 from 
Chicago. He edited a loggers’ mag- 
azine at Seattle until 1920 when he 
became editor of a lumber trade 
journal in Portland. He returned to 
Seattle in 1927, remaining there until 
he moved to Berkeley in 1944. In 
Seattle he was director of publicity 
for the West Coast Lumbermen’s As- 
sociation, and subsequently organized 
the Lumbermen’s Industrial Relations 
Committee for Oregon-Washington. 
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“/needs. 


St. Louis, Missouri 


Southern Pine 
Southern Hardwoods 


H H ~ % 

Dealers—it will pay you to investigate the top quality 
lumber products and service offered by W. T. Fergu- 
son Lbr. Co. You can’t beat Ferguson for value. 


‘ 7 call. Wire or Write Ferguson today for your lumber 


W. T. FERGUSON tuner co. 


Phone — Chestnut 8646 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 





2” x 4", 6", 8”, 10", and 12” FOR CROSS BAR 





Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he cannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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HEATHER BRAND 
_OAK FLOORING 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 
Ceiling, Siding 


ALABAMA 
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AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER ANO LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
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